Cash Business 


Selling for cash is an ideal 
in the feed industry but 
there are a few progressive 
dealers who have had the 
courage to make the change 
from credit to cash and The 
Feed Bag is proud to report 
that they are putting it 
over. 


Read what these dealers 
say about their experiences 
in making the change. The 
Feed Bag has advocated 
cash feed stores for many 
months and now presents 
the proof that we have been 
urging no dream. It can 
and is being done. 
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Quality and 
Service 
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Reasonable Price 


Form an Unbeatable Combination 
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MINNEAPOLIS MILLING CO. 


MINNEAPOLIS, MINN. 


904-908 FLOUR EXCHANGE 
PHONE ATLANTIC 0146 


OUR WISCONSIN REPRESENTATIVES 
WILL GLADLY SERVE YOU 


W. H. MANN, Oconto, Wis. 

©. E. ROOTH, Minneapolis, Minn. 
L. D. CRANE, Chippewa Falls, Wis. 
J. S. DOUSMAN, Fond du Lac, Wis. 
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Loads, Mixes. 


The Eureka 3-in-1 Feed Mixing Machine 
, nik blends and mixes all kinds of dry feed. 
A one-man machine. Complete in one 
unit---saves space, time and attention. 


The 
Eureka 3-in-1 Feed Mixing Machine | 


cleans itself automatically after each batch 
is finished. Shipped ready to operate. Write 
for full information. 


Superior D. P. Cups Increase Elevator Capacity 


Without changing any- 
thing but the cups you 
can increase your elevator 
capacity 20%. Superior 
D. P. Cups can be placed 
closer on the belt. They 
discharge perfectly. Use 
these better cups. 


‘She Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Co.Ltd: Winnipeg 


CORN CORN CORN 


Every feeder needs corn and dealers can 
make real money handling our choice old and 
new corn this year. We have good corn avail- 
able for immediate and deferred shipment now. 
Good corn is scarce this season. Write for 
samples and prices. 


FROEDTERT GRAIN & MALTING CO. 


MILWAUKEE and MINNEAPOLIS 


Operating Elevators At 
MILWAUKEE, MINNEAPOLIS, TELEPHONE 
WINONA and RED WING, MINN. BROADWAY 5600, MILWAUKEE 
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INTAKE 
Everything Jor Every Mill and Elevator 
| 


Save 
Money 


We offer the 

Lowest Prices 

Consistent 

with 

Good Service 
CD 


Facilities And 
Complete Stocks 
Enable Us To 
Excell In 


Prompt Shipment 
Of All Grades Of 
Mill Feeds 


Either Straight or 
Mixed Cars 


Take advantage of the large 
and efficient E. S. Woodworth 
& Co. organization. With 
our elevator, warehouse, com- 
petent men in every depart- 
ment on the Chamber of Com- 
merce trading floor, intimate 
association with mills both local 
and outside of Minneapolis, no 
firm can serve you better. 


We Would Be 
Pleased To 
Serve You 


Large Warehouse ~ 


ARCADY DAIRY FEED 


16% Protein 
} “The Old Reliable 16% Feed” 
AND 


Full Line Arcady Wonder Feeds 


| MADE BY 


CHICAGO, ILL. 


| SOLD BY ALL GOOD DEALERS 


_ARCADY FARMS MILLING COMPANY 


E. S. 
Woodworth 
Company 


MINNEAPOLIS, MINN. 


It’s THE COD LIVER OIL 


(in the mash) 


THAT MAKES ’EM GROW 


ALES Chick Starter Mash is a money-maker for all 
dealers who handle it, because it satisfies their cus- 
tomers and is a big repeater. 


It’s Hales Chick Starter Mash season now and if you want 
your share of the profits to be made handling Hales Mash 
write at once for dealers proposition, prices and samples. 


Hales Chick Starter Mash contains Cod Liver Oil, the sun- 
light food. Cod Liver Oil supplies Vitamines A and D, 
which every poultry man knows 


ee are necessary for early development 
; aN and greater resistance to the com- 
A mon diseases. 
Ww 
( _ HALES MILLING Co. 
sf i. FIRST AVENUE VIADUCT AND LAKE ST. 
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WISCONSIN 


Volume Three 


April, 1927 


Number Four 


Feed Dealer Service Advertised 
In Campaign ‘To Farmers 


Eastern Federation Of Feed Merchants Promotes Worthy Project 
Campaign With Blotter Bulletins and Letters 


Plans Six Months 


al i counteract false propagan- 
da and convince farmers of 
the importance and necessity 
of the established retail merchant’, is 
the way Secretary W. A. Stannard, of 
the Eastern Federation of Feed Mer- 
chants describes the purpose of a new 
monthly advertising service which his 
association has just inaugurated for its 
members. 

“This is a part of our general adver- 
tising campaign,” said Mr. Stannard, 
“through which we hope to convince 
the feed consumer of the importance 
of the established retail feed merchant 
as against the various schemes which 
are started from time to time with the 
proposed purpose of saving the farmer 
money. 

Farmer Must Be Shown 

“These plans invariably end badly 
for the farmer but he must be shown 
where he is harming himself by his 
patronage of such schemes. It is 
through this campaign, which is to last 
six months, beginning in April and run- 
ning until September, that we hope to 
show the feeder how valuable the re- 
tail merchant is to his interests. The 
campaign is furnished at cost to mem- 
bers of this association and as there 
has been a very generous response, 
it looks as though most of the farmers 
of the East will be supplied regularly 
with this material.” 

The service consists of blotters, let- 
ters and special mailing envelopes. 
There are two sizes of blotters. The 
largest size to fit in a No. 10 envelope 
carries the heading, “Feeders’ Bulle- 
tin”, with a date line and several slo- 
gans such as “Cheap feeds may be 
costly—quality tells”, ‘“Patronize your 
service dealer”, and “Systematic feed- 
ing pays’. Each blotter will have a 


calendar for the month and an illustra- 
tion. The April blotter carries a pic- 
ture of an old sailing ship and the 
special text matter is headed “When 
Your Ship Comes In”. 

Dealer Service Emphasized 

The text follows: 

“Some people postpone success by 
always ‘waiting for their ship to come 
in.’ And ha who merely waits seldom 
sees it reach port. 

“Proper feeds and careful feeding 
methods play an important part in 
speeding your ‘ship’ to port. Greater 
production means greater profits. 

“We can help you get those larger 
profits by assisting you in your feed- 
ing problems. That is part of the serv- 
ice we gladly give our, customers. 

“When you buy from your establish- 
ed service dealer you know that the 
feed is right, the price is fair, that we 
stand back of every article we sell— 
and we ALWAYS have an adequate 
stock on hand.” 

How to Avoid Spring Fever 

The smaller blotter carries the gen- 
eral heading ‘‘Feeding Service” and the 
special April heading “Spring Fever”. 
The April text for this blotter follows: 

“An expert once said, ‘Most feeders 
must get spring fever about this time 
of year judging from the way they feed 
their stock.’ 

“No need to be careless about feed- 
ing this spring. We ALWAYS have 
a complete stock of tried and tested 
feeds and we will gladly advise as to 
how and what to feed for best results. 

“Use our friendly service and avoid 
an attack of spring fever.” 

Service Is Our Partner 

The April letter has a special letter- 
head carrying the following slogans, 
together with the dealer’s name and 
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address card: “Your profit depends on 
what and how you feed’, “We will 
help you to know how to feed”, and 
“We will help you to know what to 
feed”. Text of the letter follows: 

“We have a partner in our business 
that you will be interested to hear 
about. His name is SERVICE. 

“Every business day our customers 
can drive up to our store and be sure 
that they will find a complete iine of 
tried and tested feeds and supplies 
ready for them. They know, too, that 
we stand back of every article we sell. 
And they can get one bag or a ton 
as they require with the same friendly 
SERVICE. 

“There are plenty of feeds we could 
carry at lower prices—some of them 
several dollars less per ton—but we 
could not guarantee them and our part- 
ner, Mr. SERVICE, is a crank on 
quality. He knows that quality is the 
measure of your profit. 

“Our partner, SERVICE, has caused 
us to study the feeding tests in all parts 
of the country so that we can help you 
with your problems. That is what 
keeps our customers’ list growing and 
has won for us the name of service 
feed merchant. 

“Get acquainted with this important 
partner; he will help you with your 
feeding problems. 

“Your Service Feed Merchant.” 


JOSEPH W. NOLAN has purch- 
ased the feed store of John Varner 


.at Buffalo, Minn. 


EDWARD J. HEUCHELIN and 
OTTO F. HENKER have purchased 
the interest of Fred A. and Herman F. 
Henker in the Hammel Henker Co. 
flour and feed mill at Dubuque, Ia. 
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GEORGE and JOE MUSSER have 
purchased two elevators from the Far- 
mers Elevator Co. and will conduct a 
flour, feed and grain business at Fair- 
mont, Minn. 


WILLIAM A. CONNELL has 
purchased the implement and_ seed 
store at 732 Clinton street, Waukesha, 
Wis., from Otto C. Freyer. 


POPP LONG has purchased the 
Johnson Hardware Co. building at Jef- 
ferson, Wis., and will open a retail seed 
store and office for his rapidly growing 
seed business. 


Dairy Herd Returns $70 


More on Better Feed 

Added returns to the extent of $70 
a month were obtained by one member 
of the dairy herd improvement associa- 
tion which serves Montgomery and 
Macoupin counties when he changed 
from a poor to a balanced ration for 
his cows, it is reported by J. H. Brock, 
assistant in dairy extension at the Uni- 
versity of Illinois, where the work of 
these dairy herd improvement associa- 
tions is supervised. This dairyman was 
using a ration in which corn alone was 
alternated with bran alone. The short- 


our Product and some 
Years. 


Calf Food. 


eee eee ee 


Since 1885—43 Years and 
No-Milk Calf Food is still the Leader. 


We have over 350 dealers in Wisconsin selling 


Their repeat orders each year is the 
best recommendation we know of for No-Milk 
ARE YOU ONE OF THEM; 


For Prices Write 


National Food 


of them for over 40 


7 
7 


2. 2. 2 


MINNEAPOLIS, MI 
GUARANTEED ANAL 

PROTEIN 16% FAT 6% 
INGRED 


ur. 


‘|“Try It and You Will Always Buy It” 


BLUE RIBBON 
Sweet Dairy Feed 


—is manufactured so 
that it will stand the test 
of Dairy Farmers who 
know their feed costs 
and milk profits and are 
feeding for capacity 
milk production. 


comings of such a ration for economi- 
cal milk production were pointed out 
to the herd owner by William Selmer, 
the tester of the association, and upon 
the suggestion of Selmer the ration 
was changed to one of ground corn, 
ground oats and soy beans. 

The following month when Selmer 
again visited the farm he found that 
the milk scales and the Babcock test 
showed a gain of 120 pounds of butter- 
fat and 3,000 pounds of milk. This 
represented an increase in the previous 
month’s production of the herd of 70 
per cent in butterfat and 77 per cent 
in milk. Figured on a valuation of 59 
cents a pound for butterfat and 40 
cents for 100 pounds of skim milk, the 
increase for the month was worth $70. 


E. H. SATHER, manager of the 
feed department of the New Richmond 
Roller Mills Co., New Richmond, Wis., 
was married recently at Minneapolis. 
Mrs. Sather was formerly Miss Kath- 
ryn Liljenstrom. They have taken up 
their home in the Richmond apart- 
ments at New Richmond. Mr. Sather 
is well known to the feed trade of the 
Central Northwest and there are many 
who join The Feed Bag in congratu- 
lating him and extending best wishes 
to his bride. 


BROOKS MILLING COMPANY 


MINNEAPOLIS 


NORTHERN MILLING COMPANY 


WISCONSIN 


WAUSAU 


THE FEED BAG—APRIL, 1927 


MINNESOTA 


Mer. 
|| 
4 
| 
i 
| | i 
i 
ii 


Horses Have Own Parking Space 
Near Janesville Mull 


E. P. Doty Says City’s Plan Helps Business At His Feed Store 
Many Farmers Previously Avoided Town When Driving Their Teams 


HAT a horse is still a noble 

I animal and worthy of consider- 

ation, is the opinion of the op- 
erators of Doty’s mill at Janesville, 
Wis., below whose plant is one of the 
few hitching grounds for the exclu- 
sive use of horses left in their state. 
The automobile has made heavy in- 
roads on old Dobbin’s place in the 
economics of) the country, but accord- 
ing to the Janesville town council, he 
is still of more importance than most 
people think, consequently the hitch- 
ing ground. 

Doty’s mill is one of the best known 
spots in the city, situated on the banks 
of the Rock river. Many farmers bring 
grain to the mill and haul feed and 
flour away from it. Much difficulty 
was found before the installation of 
the hitching ground, when the farm- 
ers in their wagons came to the mill 
because they often had to search over 
half the town for a place to hitch their 
teams. 


Exclusively for Horses 

Being very close to the center of 
the shopping district of the town, the 
spot was a popular one for automo- 
bilists and truckers, and the space was 
usually filled with cars so that farm- 
ers coming in to the mill for feed or 
to deliver grain found it difficult to 
manoeuver the big farm wagons to the 
loading dock. The mill authorities and 
the farmers got together and placed 
their problem before the town council 
and finally, a little more than a year 
ago, action was taken. 

Old fashioned iron hitching rails 
were installed and signs have been 
erected all around the space, about 
half a block in area, calling. attention 
to the fact that the ground is set aside 
for the exclusive use of horse-drawn 
vehicles. Some difficulty was experi- 
enced at first in teaching the motorists 
that the signs really meant what they 
said, but within a short time, the farm- 
ers had learned of the space and now 
at alinost any time there can be seen 
from half a dozen to twenty-five farm 
wagons at the hitching rails. 

Boosts Business at Mill 

The mill reports that the move has 
proven an excellent one for them since 
the business of loading and unloading 
has been greatly simplified, as well as 
business boosted because of the easy 
accessibility of the location to the 


farmer, for whenever a farmer comes 
to town in his wagon he always goes 
to the hitching ground first and con- 
sequently drops by the mill. 

The move has proved so successful 
that Beloit, Wis., is considering sim- 
ilar action. A number of farmers liv- 
ing near that town have made protests 
that every available hitching place has 
been turned into an open air garage 
and as a consequence, they fear to 
come to town with a team any more 
because of the long delay and incon- 
venience of finding a place to hitch. 
The old Haymarket Square, where in 
the old days there were hitched the 
prize horses of the neighboring country 
has now almost entirely been given 
over to parking space for shoppers and 
pleasure cars. 


Horse Remains Important. 


Contrary to the opinion of most city 
dwellers, horses are still one of the 
most necessary forms of transporta- 
tion to the farmer. There are still any 
number of jobs around the farm which 
must be done with the dependable old 
horse. Any spring day, in the coun- 
try, will still see many brawny horses 
drawing plows or disks across wide 
fields, and there are still roads which 
are more suited to horses than trucks, 
even in Wisconsin, where good roads 
are almost universal. 

Except under the best conditions, a 
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truck cannot enter a field for a load 
of grain. The horse and wagon, ac- 
cording to a lot of feed men and mill- 
ers, is to be with us for some time yet 
and it behooves the wise feed dealer 
to see that customers who come to 
his store with teams and wagons, have 
some place to hitch. 


CHAS. POLLOW of the Cedarburg 
Supply Co., Cedarburg, announ- 
ces that his firm has recently purch- 
ased more property and is building 
large modern coal sheds. 


ART. STERR, manager of the 
Knowles Produce Trading 
Knowles, Wis., announces that his firm 
is enlarging and making considerable 
changes in their elevator. 


F. B. MOSHER, president of the 
New Richmond Roller Mills Co., New 
Richmond, Wis., writes announcing 
that his firm has recently installed a 
new 50 h. p. style No. 402 Jacobson 
hammer mill for grinding feed. The 
New Richmond Roller Mills Co. oper- 
ates one of Wisconsin’s largest flour 
mills. 


LAUBENSTEIN & PORTZ, Hart- 
ford, Wis.. are planning to build a new 
warehouse to take the place of the old 
elevator which is being dismantled. 
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crACKed CORN 


Carefully Sifted For Feed Dealer Consumption 


Poultry panacea, as defined by a 
country school lad, is a teaspoonful of 
stuff, that makes an old hen feel like 
a spring chicken. 

* * * 


FRATERNALLY YOURS 
Behind a littered desk I sit 
And grind out patter by the stroke 
Before. I find I’m satisfied 
That I have cracked a single joke. 
So, too, the miller stands o’er burrs 
That munch and crush from early 
morn, 
And as the shadows nightward fall, 
Has done his work and cracked his 
corn. 
If an ordinary man’s life is a grind, 


what an existence the feed dealer leads! 
* 


THIS MONTH’S SLOW GUNS 


Be a good mixer—with your feeds 
and with your fellow men. 

A few hens laying around are better 
than none laying at all. 

A bill marked paid is worth ten mis- 
laid. 


NAMES FOR NEW FEEDS 
Poultry Garden Fear—An absolute 


fright. 

Seeding Pep—The horse feed with a 
pull. 

Pass Away Chick Feed—Makes 
Chicks Go. 


Dry Finger Calf Meal—Man has no 
hand in it. 

Chango—Makes cows milk. 

Lava—Keeps hens molten. 

*x* * * 
NEWS BULLETIN EXTRA! 

I. L. Askum is in a serious condi- 
tion at the Inquisitive hospital. A 
chain of men are keeping him alive by 
artificial respiration. 

He asked a miller if he ground his 
teeth. 

* * * 

Some farmers would be very much 
relieved if the feed dealers could put 
their bills before the legislature. 

That is, for collection. 

* * * 
THE FLIVVER WILL! 

Farmer: Gimme ten pounds of 
ground oats, eight pounds of bran and 


six pounds of middlings. 


Feed Dealer: Mix ’em? 


Farmer: No, I’m driving a Ford. 
* * * 


When dad buys a new piano every- 


one has hard scratching but the baby. 


* * * 


BUSINESS RHYMES 
Feed dealer’s good mill. 
Customer’s good will. 

* * * 


POOR CHICK 

Beneath this little heap of ground 

Eternally is sleeping 

The downy body of a chick; 

A young hen caught him peeping. 

* * * 

One of the progressive dairy farm- 
ers has found a way to keep cows out 
of the corn. 

He sells them. 


A. L. HALE has opened a grist mill 
at Belle Plaine, Ia. 


H. J. SKINNER, manager of the 
Tomah Co-operative Elevator Associa- 
tion, Tomah, Wis., writes that he is 
well pleased with his new Williams 
hammer mill. “We think it is the only 
kind of a feed mill,” he says. Manager 
Skinner also reports that his firm has 
been doing a nice business. 


My 


When I die— 


let them cut these words on my monument; 


“Ge devoted his life to making 
Swan Flour and Feed 
superior to all others.” 


F. A. RUENITZ, Presipent, 
SPRINGFIELD MILLING COMPANY, INC. 


SPRINGFIELD, MINNESOTA 


Bane 


1886 1927 
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GET-TOGETHERS One of the dealer readers of The 
FOR FARMERS Feed Bag has written us explaining 

a plan of monthly get-together meet- 
ings for farmer patrons which he holds in his feed store. 
He says: “I have been reading your articles about farmers’ 
institutes and am glad to see that The Feed Bag is advo- 
cating work of that kind. 

“Every feed dealer certainly should get as close as 
possible to his patrons and their problems andj in realiza- 
tion of this fact I tried a farmers’ institute. It worked 
fairly well but I am now holding monthly get-together meet- 
ings and must say they are really better and more worth- 
while from every point of view.” 

Our dealer friend has set a regular date for his month+ 
ly get-together. It is the evening of the second Tuesday 
of each month. Meetings are held rain or shine and there 
are from fifty to a hundred farmers at every meeting. The 
feed dealer arranges the program but he tries to have some- 
thing timely which he knows will be of general interest. 
For example, the corn borer was discussed at the March 
meeting and the “T. B.” test was the topic in February. 

The general procedure is practically the same at all the 
meetings. Smokes are always free to all comers and some- 
times there are sandwiches or doughnuts and cider. Our feed 
dealer friend secures some expert to talk on the subject un- 
der discussion, from the university, a public official or feed 
manufacturer’s representative, and after the talk questions 
are answered and a general discussion follows. The topic for 
each meeting is sometimes announced but usually left more 
or less as a surprise. 

The Feed Bag believes this dealer has successfully 
solved the problem of getting close to his patrons. He is 
giving them real service. We would like to hear from 
other readers with reference to this subject. 


MOUSE TRAPS 
AND FEED DEALERS 


President Frank of the Univer- 
sity of Wisconsin delivered an 
address before an advertising 
convention recently in which he said that the mouse trap 
adage is no longer true. In this highly competitive modern 
world, he said, it is no longer sufficient to render unexcelled 
service. He must also tell the world about this service or 
while we are working and waiting some inferior competitor 
will attract and sell our prospects. 

President Frank’s words should present a lesson to the 
retail feed dealer of America today. The work of farming 
would be greatly increased if the farmer was deprived of 
the service he receives from the feed dealer. Despite this 
fact and because most farmers do not realize its truth, 
inferior competitors are today leading the farmer away from 
the feed dealer and poisoning his mind to believe that the 
feed dealer is an unnecessary profit taker. 

It’s up to us, Mr. Feed Dealer, to present our side of 
the story to our farmer friends. We have a real case to 
present and our patrons will be quick to recognize this fact. 
They too truly do not realize the worth of the feed’ dealer 
today but they are for the most part honest people who 
think clearly and straightly and they will not be hard to 
convince. 

The burden of proof rests with us and it is in recogni- 
tion of this fact that Secretary W. A. Stannard of the 
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Eastern Federation of Feed Merchants prepared an adver- 
tising campaign to tell the world about how the feed dealer 
is serving the farmer and indirectly all mankind. A special 
article describing one phase of the campaign is included in 
this issue of The Feed Bag. Read it carefully. The East- 
ern Federation is making a good start but we must all, 
southerners, westerners and easterners alike, get behind the 
project or a similar one if we are really going to put our 
proposition across. 


HOME BAKING 
AND PROPAGANDA 


The much talked about trend 
away from home baking is about 
50 per cent hot air. Home bak- 
ing is still popular in the typical American home. That 
is one reason why 1927 looks like a good milling year, for 
the more home baking there is, the larger volume of flour 
millers will be able to dispose of at profitable prices. Mill- 
ers, we believe, have been gullible the past year, to the de- 
gree that they have taken the flood of press statements is- 
sued by bakery interests, at their face value. 

Bakers are advertisers. Newspapers and magazines ob- 
taining revenue from them constantly receive from the bak- 
ers “news items” and articles prepared to boost the baker 
trade. These they dutifully print—at the suggestion of the 
advertising office. That this news is frequently, if not ha- 
bitually colored, is apparent from an interesting report made 
by I. S. Lindman, food specialist and home economist who 
has broadcasted the results of a survey of 25,000 typical 
American homes. 

“Home manufacture of many food commodities,” the 
food expert explains, “is an important factor in reducing 
the cost of living. Home baking effected extensive econ- 
omies, just as the preserving at home, of fruits and vege- 
tables cut $70,000,000 off the nation’s food bill in 1925.” 
The housewife realizes the economy of home baking. The 
rest of the family appreciates its taste value. That is a 
hard combination to beat. Home baking has diminished, it 
is true, but it hag likely reached the lowest point possible. 

Food constitutes the largest single item in the family 
budget, amounting to 38.2 per cent of $547.78 per year for 
the average family of 4.88 persons. The typical American 
home is not over supplied with funds, and economy will 
always be a goal. Food flavor is the other goal. And 


home baking is the method ta both these ends.—American 
Miller. 


MILWAUKEE GETS 
THE CONVENTION 


The Central Retail Feed Associa- 
tion has again decided to hold its 
annual convention at Milwaukee. 

Feed dealers located in the Central States, including 
Indiana, Michigan, Illinois, Wisconsin, Iowa and Minne- 
sota, should now make an all-important determination to 
affiliate with the Central Retail Feed Association. 

Don’t ask what has been done or what will be done. 
If you are truly interested in the welfare of your own busi- 
ness join the association and help give it strength to do 
something. Association strength can only be obtained 
through numbers and although the Central Retail Feed As- 
sociation has made remarkable progress in one year it still 
falls far short of representing the industry even within, its 
restricted territory. 
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Quaker offers you acomplete 
line of efficient, fine-quality 
feeds; offers them to you at 
fair, honest prices that allow 
you good profit ... Quaker 
advertising issending new 
business to Quaker 
Dealers; Quaker qual- 
ity is bringing old cus- 
tomers back for more 
... From every region 
comes the word “Busi- 


Quaker 
FUL-Q-PEP 


POULTRY FEEDS 


ness is good with Quaker 
Dealers!”... If you want to 
enjoy the advantage of han- 
dling a complete line (that 
brings both feeds and flour 
to you in the same car), a 
line that is gaining daily 
in popularity, a line 
_ that builds business by 
making satisfied cus- 
tomers, write today.(A 
postal card will do.) 


cucaco “The Quaker Qats Gmpany 
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Are Cash Feed Stores Successful 
Five Dealers Say “Yes” 


It Takes A Stiff Upper Lip To Discontinue Book Account Business 
Change Proven More Than Worthwhile, Why Compete With The Banker 


By David K. Steenbergh 


HAT about doing business on 

V \ a cash basis? Can a _ feed 

store which has a large out- 
standing book account make the change 
and get away with it? How about 
these other fellows who have changed 
recently, are they sticking to the strict- 
ly cash policy? Do they believe they 
did the right thing in making the 
change? 

Questions similar to the ones listed 
above are on the lips and in the minds 
of many readers of The Feed Bag. 
Most dealers know that the ideal way 
to operate a feed store is on a strictly 
cash basis but many will still maintain 
that it can’t be done. “We'd like to 
try it,” they say, “but we don’t believe 
our trade would stand for it.” 

Results at Five Stores 

During the past. few months The 
Feed Bag has announced changes from 
credit to a strictly cash method of 
doing business by approximately five 
retail feed stores. Proprietors of these 
stores have advised us that immediate- 
ly after the announcement was made 
they received inquiries from many 
dealers asking about the effect of the 
change. In most cases these inquiries 
were received before the strictly cash 
basis had had even one week’s trial 
and consequently they could not be 
answered. 

The Feed Bag, too, has had inquiries 
concerning the welfare of these pro- 
gressive retail feed dealers. One nor- 
thern Illinois dealer recently wrote to 
us as follows: “We have asked numer- 
ous dealers in Wisconsin who have 
advertised that they have begun on a 
cash basis just what results they were 
getting, etc., but with no reply. We 
would like to go on a cash basis’ but 
are afraid to make the change.” 

Draws the Line to All 

Most of the retail feed dealers on 
our list who have changed from a 
credit to a cash basis of doing business 
have done so comparatively recently 
and consequently it is possible that 
hardly sufficient time has elapsed to 
permit an accurate survey of the re- 
sults. Despite this fact, which we will 
admit, The Feed Bag has written to 
a few of the dealers and we present 
their reports herewith: 

S. A. LaViolette of the Oconto Mill- 


ing Co., Oconto, Wis., reports: 

“The cash business is working very 
good. We are selling more now than 
we formerly did with cash and charges 
put together. We sure would not go 
back to the old system. The first two 
weeks were kind of hard but all one 
has to do is to hold a stiff upper lip 
and draw the line to all.” 

Working Beyond Expectations 

Fred E. Dyson of the Fred Eckhart 
Co., Viroqua, Wis., writes as follows: 

“We are in receipt of your letter 
dated March 15th relative to our ex- 
perience in doing business on a cash 
basis. 

“We wish to advise that same is 
working out beyond our expectations. 
Our January and February sales were 
the largest in our history, and our 
March sales to date, will run equal to 
any previous year. The only exception 
we make other than cash, is where a 
man known by us to be financially good 
wishes us to carry his slip for a few 
days. We take same and place it upon 
a safe file, and when paid it is entered 
into that day’s business. To date we 
are carrying about fifty dollars in these 
slips, and none are over a few days old. 

Helps Collect Old Accounts 

“We also wish to state that a cash 
business has a natural tendency to help 
collect old book accounts, and this 
alone is worth considerable mention. 

“Since last writing you we have 
opened a new flour and feed warehouse 
at Westby, Wisconsin, and this busi- 
ness is doing very nicely under our 
new plan.” 

D. H. Richardson, manager of the 
Sussex Co-operative Co., Sussex, Wis., 
only announced the change to his trade 
in February and suggests that he has 
not given the plan a long enough trial 
to make a report. He says: “Let this 
ride for about two months and then 
we will hand you the dope.” 

Doug’s Interesting Experiment 

If Doug Richardson puts the strictly 
cash plan across, and we believe he 
will, the achievement will be even more 
cutstanding than that of the other re- 
tailers reported herewith. The Sussex 
Co-operative Co. is, as its name im- 
plies, a farmers’ organization and con- 
sequently most of Doug’s customers 
are stockholders in his company and 
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to some extent feel that Doug is in 
their employ. It will be readily agreed 
that this condition complicates the 
matter somewhat and there are many 
managers of farmers’ companies who 
are watching Doug's efforts with great 
interest. 

Don R. Mihills of the National Food 
Co., Fond du Lac, Wis., has an inter- 
esting report to make concerning his 
store but as his, firm only entered the 
retail feed business on December 15 
and has never sold on any other but 
a strictly cash basis, his experience is 
not as valuable as that of dealers who 
have actually made the change. Don 
reports as follows: 

Doesn’t Compete With Bank 

“We are doing a cash business and 
are the only feed store in town operat- 
ing on that basis. There is no question 
but what we are not doing as much 
business as, we might if we permitted 
charge accounts to run thirty days or 
longer. I noticed a little statement 
that somebody used in their feed place: 
‘Our bank has agreed to stay out of 
the flour and feed business and we 
have agreed to stay out of the banking 
business, therefore everything must be 
sold for cash.’” 

Jule Moyer, of the Moyer Feed Co., 
Lodi, Wis., was one of the first con- 
verts to change the method of doing 
business at his feed store from a credit 
to a cash basis. He started operating 
as a strictly cash feed store on Novem- 
ber 1, 1926. His business did not 
slump off after he made the change 
but remained normal and if anything 
his business has increased since the 
change. He reports that the farmers 
are short of feed this spring and that 
he is selling more now than he did at 
this time last year. He is satisfied 
that he did the right thing in making 
the change and would absolutely ad- 
vise other feed dealers to do the same 
thing. 

Are Book Accounts Assets? 

Mr. Moyer reports some interesting 
statistics concerning the amount of 
money outstanding in his book account 
at the time he discontinued a credit 
business and today. On November 
1, 1926, his accounts outstanding to- 
talled approximately $7,000, and four 
months later, although he had dis- 
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continued selling for credit, he had 
only reduced this amount to $4,900. 
Mr. Moyer’s experience should give 
other dealers something to think about. 
Is a book account really a tangible 
asset when it can only be reduced less 
than 50 per cent in four months’ time? 

A letter from Jule Moyer follows: 
“We are pleased to say that our cash 
business plan is working out wonder- 
fully and is making us money instead 
of losing business. Our business is 
increasing. We have customers that 
we used to give credit and the conse- 
quence was that when we sent them 
a statement we would see no more of 
them for six months or perhaps a year. 
Now they are steady cash customers. 
No, we would not go back to the old 
credit business. Let the other fellow 


give the credit and do the worrying. 
We are all caught up.” 
Now, It’s Up to You 

Now, Mr. Dealer, what do you think 
about our cash versus credit proposi- 
tion? Conditions vary in different lo- 
calities but the dealers referred to 
above are not near neighbors in any 
sense of the word and fundamentals 
are practically the same everywhere. 
Why not make the change in your 
business? As Mr. LaViolette so aptly 
says: “All one has to do is hold a 
stiff upper lip and draw the line to 
all.” 


H. LANGER has sold his feed busi- 
ness at Stratford, Wis., to the Farmers 
Co-operative Produce Co., but plans to 
re-enter the feed business as soon as 
he can find a suitable location. 
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to use it. 


Ever Since 


1880, it has catered especially 
to Family Trade in territory 
adjacent to the Mill. Our best 
a trade is where flour is best ap- 
preciated. BIG JO is not a 
I popular priced Brand. is 
\ popular only because of its 
superiority, not price. 
i high priced, but it is economy 


was placed on the market, in 


It is 


It is 


BIG JO 


SELLS BEST BECAUSE 
IT IS BEST. 


MADE BY 


|| WABASHA ROLLER MILL 


COMPANY 


i WABASHA, MINNESOTA 


A. A. BERGERON will soon begin 
erection of a new large grain elevator 
on the Soo tracks at Rice Lake, Wis. 
The elevator is to have a capacity of 
12,000 bushels and will be 60x50 feet 
in size and 40 feet in height. The ele- 
vator will be completely equipped with 
modern machinery. 


SHELL LAKE ROLLER MILLS, 
Shell Lake, Wis., was destroyed by fire 
on Friday evening, March 4. The loss 
including a carload of potatoes stored 
in the mill was partly! covered by in- 
surance. 


O. H. RINK and JOE SCHEIB 
have announced that they will build 
a new modern 50,000 bushel grain ele- 
vator at Edinburg, IIl., to replace the 
one recently destroyed by fire. The 
fire loss on the former building totals 
$55,000, divided $35,000 for the elevator 
and $20,000 for its grain contents. The 
grain loss and half of the building loss 
was covered by insurance. 


FRANK NETT, well-known Wis- 
consin feed dealer and proprietor of 
the firm of Frank Nett & Co., at 
Peebles, died on March 1 at a Fond du 
Lac hospital following an illness of 
several weeks. Mr. Nett is survived 
by his wife and ten children. 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 


Our Western Alfalfa 
Meal is a depend- 
able healthful dairy 
feed. Uniform in 


texture and color. 
Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg., 
ST. LOUIS, MO. 


LAMAR, COLO. 


“T.B.” Testing And The Feed Dealer 
Answers [To Questionnaires 


Farmers Friendly But Not Convinced Of Necessity Or Efficiency 
Merchants Have Less Business But Expect Future Beneficial Results 


UCH interest is being aroused 
M in the court action of Charles 

Kosky, Caledonia farmer, 
against the State of Wisconsin— 
brought for the purpcse of testing the 
validity of the law under which areca 
tests of cattle for tuber- 


by the tuberculin test. Tuberculin is 
a clear tea-colored liquid, containing 
the by-products of the tubercle bacilli. 
When Koch, an investigator of inter- 
national fame, first isolated the tubercle 
bacillus—it was intended and presented 


In the intradermal or tail test, the 
tuberculin is injected under the tail, 
between the layers of skin. The reac- 
tion consists of a swelling at the point 
of injection. Research discovered that 
if tuberculin was injected into the skin 
of cattle, it would in 


culosis were made. He 
maintains that in 1925 
the Live Stock Sanitary 
Board caused to be con- 
demned 14,923 cattle in 
the state and of that 
number 9% per cent of 
the carcasses were found 
fit for human consump- 
tion, and were sold in 
that market for such 
purpose. The line of ar- 
gument naturally being 
that if these same car- 
casses were fit for hu- 
man consumption after 
having been slaughtered 
—why were they not fit 
for the production of 
milk—before being 
slaughtered. 

Among the feed mer- 
chants of southern Wis- 
consin and northern II- 
linois (where the test 


eye test. 


Facts About The Test 


The State of Wisconsin has appropriated $750,000.00 to re- 
imburse farmers for losses through the ‘‘T. B.’’ test. 


Over 27,000,000 cattle have been tested in the United States 
during the past nine years. 


All the tuberculin used in official testing is now manu- 
factured by the government. 


The 1926 output of tuberculin was approximately 11,000,000 
doses and 3,000,000 additional opthalmic disks used in the 


It is less dangerous to work with tuberculin germs in the 
federal laboratory every day than to associate with a man or 
woman afflicted with the dreadful disease. 


The New York experimental station has found the ‘‘beneath 
the skin’’ test to be exceptionally efficient. 
three out of 816 tests. 


It failed in only 


time produce an _ eas- 
ily recognized  swell- 
ing where disease ex- 
isted. Healthy cattle 
would develop no such 
swelling. 

Some diseased cattle 
do not react to either of 
these two tests, but do 
react to the, ophthalmic 
or “eye” test. Tubercu- 
lin when placed in the 
eye of diseased cattle 
will produce inflamma- 
tion and perhaps the 
expulsion of watery 
matter. Non _ reactors 
give no such responses, 
and many states now 
use both “into the skin” 
and “eye” test methods 
in conjunction. 

Farmers’ Attitude 

How does the farmer 


has largely taken its 7 
toll) the subject of “T. B.” test has 
been a much discussed one. It has 
made big inroads on the feed business 
—the “reaction” of the test hitting the 
dealer as well as the farmer and his 
cattle. 
Tuberculosis Very Dangerous 

This one thing is certain. Tubercu- 
losis is one of the most important con- 
tagious diseases and constitutes a 
world-wide menace to cattle, poultry 
and hogs. 

Bovine tuberculosis not only places 
an annual tax of over $40,000,000 on 
the industry but it is a grave danger 
to human health as well. Data gath- 
ered in portions of the world where 
“T. B.” is prevalent show that it is 
responsible for about 10 per cent of the 
deaths due to “T. B.” among children 
under five years of age—also for many 
cases of “T. B.” which do not end 
fatally but often leave their victims 
permanently scarred and crippled. 

Often Concealed in Cattle 

Except in advanced stages—tubercu- 

losis in animals can only be detected 


as a cure for tuberculosis. 

Eventually science noticed that while 
it did not cure tuberculosis—whenever 
tuberculin patients were treated with 
tuberculin they developed a fever some- 
time after injection, and finally tuber- 
culin, found unsatisfactory as a cura- 
tive agent, was used to detect the dis- 
ease, and notwithstanding rumors to 
the contrary, by use of the present 
tuberculin tests, “T. B.” can be detect- 
ed with a high degree of accutacy. 

Various Tests Now Used 

The first test was the thermal or 
“under the skin” test. The animal’s 
temperature is taken at two-hour inter- 
vals for 24 hours previous to the in- 
jection to get the average normal tem- 
perature. Tuberculin is then injected 
“under the skin’. <A rise of two de- 


grees with a maximum of not less than > 


102.8 degrees was supposed to identify 
a reactor or diseased animal. This 
system was long and laborious and 
the intradermal, or “into the skin” 
method was brought out to speed up 
the work. 
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feel toward the “T. B.” 
test? From a questionnaire sent 
out recently—we should say—he 
feels very fair. While the application 
of the test has taken anywhere from 
25 to, 80 per cent of the cattle in af- 
flicted areas (their figures vary) over 
one-half of the cows have been re- 
placed and it is putting the milk pro- 
ducer on a much higher plane. 

In some sections of northern IIl- 
nois where the test has taken a heavy 
toll, and especially among renters, there 
is much discouragement. Many farms 
are deserted, sales are being held every- 
where, and it is a difficult matter to 
find a renter. But in the long run, 
the farmer who keeps his herd clean 
will reap the benefits. The price of 
dairy products is sure to be high dur- 
ing this process of elimination, and 
perhaps as long as the cow is put to 
test. 

The real trouble with milk and the 
dairyman all these past years has been 
just this—they have never been able 
to uncover a voice loud or strong 
enough to properly extol the merits of 
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milk—the one real life giving and life 
sustaining food on the market that is 
within the reach of all. 

Soap makers tell you how “to keep 
that school girl complexion”, medicine 
makers tell you how to prevent “halio- 
tosis”, ginger aie makers tell you how 
refreshing their product really is, tobac- 
co people even assure you throat pro- 
tection in using their product—all these 
spend millions to keep their particular 
ideas before you. Milk would put all 


New Elevator 


Profits Her eT 


Let us give you a start 
in the making and selling of 
a good poultry mash. 75% 
of a good chick mash is com- 
posed of wheat and corn | - 
products which you now 
have on your floor and are 
selling and delivering at a 
low price. 


Turn $23.00 Middlings 
Into $75.00 Mash 


All you supply is the mill 
products and _ labor. We 
supply Jersee Milk Food, 
formulas, advertising to your 
trade, etc. We check and 
test your mixtures without 
cost to you. We start you 
and keep you going. We are 
in business together. Your 
investment is very small. 

This is no experiment. 
Hundreds of elevators are 
making nice profits right 
now. You have no competi- 
tion. 

This new business helps 
mill profits when the grain 
business is slow. 

It is certainly worth your 
while to send the coupon for 
further details. 


THE 
Jersee Co. 
Minneapolis, Minn. 


Attach This Coupen te One 
Your Letter Heads Now ! 


THE JERSEE CO., Minneapolis, Minn. 


GENTLEMEN: 


Send at once particulars regardi 
Sed offer to build up a Poultry Mas 
usiness in this section. 


these claims to shame. The “T. B.” 
test may go a long ways toward stir- 
ring up the producer in the way of 
putting his product before the public 
in the right place and light. 

Feed dealers in infected territories 
have felt the pressure. The farmers 
whose herd has not been tested is buy- 
ing only the bare necessities—the sword 
is constantly over his head. As one 
dealer said: 

“The farmer that is through with the 
test and has replaced his herd, hasn’t 
the money to pay his old feed bill, say 
nothing of buying more. Cattle deal- 
ers are reaping the benefits. Buying 
cows in St. Paul for $70.00 and re- 
selling them at $120.00 isn’t so bad. 
These same stock yard cows will, after 
they are kept in a warm barn, react, 
in a very short time. Then the farmer 
must sell his cows for say $40.00 to 
$60.00 and replace at $120.00. Where 
are they going to get off?” 

Facts from the Questionnaires 

Be that as it may, questionnaires 
returned to us do establish these facts: 

1.—That the “T. B.” test in general 


has been a success and, in the opinion 
of the feed merchant, while the major- 
ity of farmers are friendly to the test 
they are not as yet convinced as to 
the necessity or the scientific efficiency. 

2.—That it has greatly increased the 
value of good healthy cows. The high- 
er value has a tendency toward urging 
better care and feeding. 

3.—That by far the majority of feed 
dealers believe the application of the 
test is a good thing for the farmer, the 
city dweller and themselves. 


C. A. INGLESBEE, dealer of Oak- 
field, N. Y., reports that business this 
year is better than it has been any 
time during the past ten or twelve 
years he has been in business. Mr. In- 
glesbee is adding to the already envi- 
able service he is rendering his trade, 
through installation of a 24-inch motor 
mill, ball bearing corn cutter and feed 
mixer. 


A feed dealer in Wisconsin cries for 
help. A farmer asked him if he sold 
hog oilers. He wanted one to keep 
his hogs from squealing. 


JOSEF 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF. 


R. MADDEN 


UERGER COMMISSION Co. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg: 
Milwaukee, Wis. 


Personal 
Attention 


SHIP TO 


OY |. CAMPBELL 


Commission Merchant 


GRAIN and SEEDS 


MILWAUKEE, WISCONSIN 
Authorized Successor to RUNKEL & DADMUN 


Ooo0000 


SWEET DAIRY FEED 
PROTEIN 


MINNESOTA FEED COMPANY 


MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


00 


CANNON VALLEY MILLING co. 


MODERN 


MINNEAPOLIS — MINN. 


WATERPOWER M ILLS 


FARMERS CHOICE 
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Central Association 1927 Meeting 
Awarded ‘To Milwaukee 


Banquet Dance and Frolic Planned For Delegates and Ladies 
Valuable Attendance Gifts Will Be Available For Members 


ILWAUKEE, the city of di- 
M versified industries and the 

second largest industrial cen- 
ter in the world, will be host to the 
1927 convention of the Central Retail 
Association. 

This decision was made by the exec- 
utive committee of the Central Retail 
Feed Association following a mail ref- 
erendum vote of the membership. The 
uiembers were given the choice of hav- 
ing the convention either at Milwaukee 
or Madison and approximately two- 
thirds voted in favor of Milwaukee. 
The remainder of the vote was evenly 
divided between dealers who said they 
had no choice and dealers who favored 
Madison. 


Milwaukee Logical Choice 

Considered from all points of view, 
Milwaukee is the logical place to hold 
the meeting and consequently the Wis- 
consin metropolis was given the honor 
of being host to the Central Retail 
Feed Association for the second suc- 
cessive year. Convention accommoda- 
tions are more easily procured in Mil- 
waukee and arrangements are more 
easily made due to the fact that a large 
city offers unlimited facilities and the 
office of the secretary of the associa- 
tion is at Milwaukee. The Milwaukee 
Association of Commerce offered us 
co-operation in helping announce the 
convention and the Milwaukee Cham- 
ber of Commerce will co-operate in 
helping entertain the convention. 

The executive committee realizes 
that’ the convention must soon be held 
at some city farther north and west 
but it was deemed advisable to gain 
further momentum before venturing 
from the city of our association’s first 
inspirations. 


Plan Two-Day Meeting 

No definite decision has been made 
as to what dates will be set aside for 
the convention and as to which hotel 
will have the honor of being conven- 
tion headquarters. The. convention, 
however, will most likely be held early 
in June or the middle of July. Last 
year the convention was held on June 
22 and 23, but these dates were during 
strawberry season which prevented 
some dealer members who also handle 
produce from attending. Holding the 
convention early in June or compara- 
tively late in July! is expected to make 


it convenient for the majority of the 
members. The convention will be a 
two-day affair and will probably be 
held on Tuesday and Wednesday. 

President McKercher, Secretary 
Steenbergh, and the executive commit- 
tee of the association are now working 
hard on plans for the convention pro- 
gram. It is hoped that the program 
will be definitely settled in time for 
announcement in the May number of 
The Feed Bag and convention head- 
quarters! and dates for the convention 
will also be announced at that time. 
It is planned to make the 1927 gather- 
ing the best retail feed meeting in his- 
tory. There were a few more than 
200 in attendance at the 1926 conven- 
tion, and 500 are wanted at Milwaukee 
in June. 


Banquet Dance and Frolic 

Start talking about the convention 
now and make plans to attend. Bring 
your wife, for plans for the 1927 con- 
vention provide entertainment for the 
ladies. The: convention last year was 
purely a stag affair and it is expected 
that inclusion of the ladies in the ar- 
rangement this year will make it even 
more pleasant and attractive. 

When asked about the convention 
plans, President McKercher refused to 
divulge any of them at this time, but 
he did say: “We are going to have 
a lot of good speakers and each one 
will have a real message for the retail 
feed dealer and in addition we guaran- 
tee that none of the talks will be long 
winded. There will be a banquet dance 
and frolic. It will be bigger and better 
than the stag banquet last year and we 
know some of the members are still 
talking about that.” 

President McKercher was asked 


whether or not the association was 
going to give away another car of feed 
as attendance prize at the 1927 conven- 
tion. ‘We can answer this once and 
for all,” he said, “by saying that we 
will not give away another car of feed 
this year. WE HAVE A BETTER 
PLAN! We are going to give about 
25 prizes and they will be distributed 
to the tallest dealer, the smallest deal- 
er, the heaviest dealer, the best looking 
dealer, the dealer who comes from the 
farthest distance, etc., etc. 

“We are going to have lots of fun 
distributing these prizes and the prizes 
are ‘going to be really worth while, 
too. ‘The best thing about the new 
plan is that it will be entirely an asso- 
ciation affair and in addition it will 
give a lot of our members a chance 
of winning. In giving away a car of 
feed as we did last year, we had to de- 
pend on the manufacturers and jobbers 
for help and then only one member 
could reap the benefit.” 


Why Not Join Today? 

President McKercher urges that 
every retail feed dealer in the central 
states, that is Wisconsin, Illinois, Indi- 
ana, Michigan, Iowa and Minnesota, 
join the Central Retail Feed Associa- 
tion without delay. ‘The association is 
getting larger and more powerful every 
day,” he said, “and is really getting to 
the point where it will be able to do 
much worth-while work. Every dealer 
who is interested in the welfare of his 
industry and his business should cer- 
tainly belong. The Feed Bag has 
printed a coupon membership applica- 
tion blank, and I suggest that all 
dealers who are not members clip it 
and mail with a $10.00 check for 1927 
dues today.” 


86 East Michigan Street 
MILWAUKEE, WISCONSIN 


membership card. 


Your Name 


i CENTRAL RETAIL FEED ASSOCIATION 


Count mein. I’m a retail feed dealer who believes in the work 
of the Central Retail Feed Association and I want tohelp. You 
will find check for $10.00 perme 1927 dues enclosed. Please send 


Firm Name 


Address 
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Milwaukee’s Newest Elevator 
and Newest Grain Firm 


OPERATING PHONE 
ELEVATOR “E” BROADWAY 263 
Milwaukee 


For prices on 


Capacity 1,500,000 bus. 


Corn, Oats, Barley, 
SAVANNA, ILLINOIS Poultry Wheat and 
400,000 bus. Oat Feed 


Wisconsin Grain Elevators Co. 
Milwaukee Wisconsin 


Ideal for making chick growing and developing grains 
and intermediate scratch feeds. Cracks or granulates 
corn, wheat, groats, barley, rye, peas, milo, kaffir and 
millet to any size desired. It will also grind grain. 


$175 


Capacity 200 to 2000 pounds per hour. 
Kept in Stock for Quick Shipment. 


Hundreds of these wonderful little machines will be used this spring 
by those selling poultry mixtures. 


We are sole manufacturers of Stimmel’s Patent ‘‘Grinds-on’’ Mill 


> 


S. HOWES CO., INc. « SILVER CREEK, N. Y. | 
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Kneisler Bros. Make Extra Profits 
Selling Poultry Supplies 


Indians Were Plentiful When Milwaukee Dealers Started Business 
Believe Only Way To Get Trade Is To Go Out To Patrons After It 


HE Kneisler Bros. feed and 

i poultry store, located at 711 

Kinnickinnic avenue, Milwau- 
kee, is an excellent example of a re- 
tail feed firm which makes extra pro- 
fits carrying a line of poultry supplies. 

Contrary to the common belief that 
poultry supplies ordinarily do not sell 
very well in a store in a city as large 
as Milwaukee, this store, under the 
able management of William Kneisler, 
goes on selling more poultry supplies 
year after year than any other similar 
store in this vicinity. 

Profitable Sideline Developed 

Primarily, the chief source of reve- 
nue of the Kneisler firm has always 
been the old reliables, flour, feed and 
hay, but the founders of the firm be- 
lieved that poultry supplies was the 
logical line to handle in connection 
with the business and their many years 
of successful merchandising of these 
products have proved that this con- 
tention was right. 

The firm had an interesting begin- 
ning. In the old days when the In- 
dians still roamed around the southern 
Wisconsin territory, Milwaukee in- 
cluded, the Kneisler family opened a 
store in the sparsely settled Kinnic- 
kinnic district. At first the firm han- 
dled a general line of feeds and flour, 
as well as various other allied lines 
that could easily be sold to small truck 
farm owners. 

Goes Out After Trade 

Mr. Kneisler, the owner, was a man 
who believed that the only way to get 
trade was to go out and get it. That 
was before the time of advertising and 
no illustrated circulars paved the way 
for the sales approach. He personally 
solicited the trade in Milwaukee coun- 
ty from month to month and it was not 
long before he had made a personal 
acquaintance of almost every person 
using his products. 

According to his son, William Kneis- 
ler, Mr. Kneisler from the very first 
stressed the fact that he carried poul- 
try supplies which fact meant that 
sometimes he came home with orders 
for these products as well as with 
orders for flour and feed. 

He had no easy time selling poultry 
supplies to his first customers. In 
those days the average raiser of poul- 
try did not believe in any sort of com- 
mercial feed or the many mechanical 


supplies that go toward making and 
caring for a better flock. They be- 
lieved in the old formula of using: only 
home grown grain. Cracked corn was 
not even used then as much as it is 
now. 

Poultry Business Increasing 

Persistence tells, however, and it 
was not long before the regular flour 
and feed customers were placing ord- 
ers for Kneisler poultry supplies and 
finding that these supplies actually in- 
creased their egg production and tend- 
ed toward a healthier, better condi- 
tioned flock. 

“In following this practice of our 
father we have added to our estab- 
lished trade,” said William Kneisler in 
speaking of the method. “In fact we 
have carried it a good deal farther. In- 
stead of covering only the immediate 
territory adjacent to Milwaukee we have 
extended our solicitation to cover a 
much larger territory. Although we 
could not cover the entire state by per- 
sonal solicitation we began wSing a 
method of selling by mail that practi- 
cally answered the same purpose. 

Big Poultry Supplies Market 

“I believe that there is a big market 
for poultry supplies in every city and 
town. But the line must be pushed. 
We never would have gotten anywhere 
with our poultry supply business if we 
hadn’t kept after the business all the 
time. The average farmer customer 
is too likely to think that his home 
grown grains are good enough to boost 
his egg production, and it is up to the 
dealer to tell him that he can boost 
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it still higher by feeding good poultry 
feeds and using good equipment in 
caring for his flocks.” 

The retail store of the firm is very 
small, but is an example of neatness 


and of display. In the windows are 
displayed the brands which Mr. Kneis- 
ler is featuring and these are illustrated 
with some very effective signs. His 
windows are most always devoted to 
displaying poultry supplies, says Mr. 
Kneisler. This is due to the fact that 
flour and feed do not need much sales 
effort in his locality, but the poultry 
supplies do. 
Window Displays Help Sales 


“We have been trying to teach the 
public to buy their poultry supplies 
from us,” said Mr. Kneisler, “and if we 
don’t keep some good window displays 
they will not be so strongly reminded 
of the fact. And these windows them- 
selves have brought in many orders 
from patrons who live within the city 
limits and who raise poultry stocks in 
medium and small quantities.” 

Mr. Kneisler is a firm exponent of 
the art of advertising and claims it has 
been one of the most effective means 
of bringing trade to his store. “I 
have always been a firm believer in 
advertising,” he said. “I always make 
it a point to enclose plenty of litera- 
ture pertaining to poultry supplies 
along with my monthly bills, and you 
would be surprised at the number of 
orders I get from this same literature. 
The customers usually glance through 
it and if they are interested in poultry 
raising they will find something that 
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is of interest to them. 
the effect of softening them when they 
look at the amount of their bill. When 


It also: has 


you enclose sales literature even 
though he has a bill outstanding at the 
store, it means that you are willing to 
trust him further, and he usually ap- 
preciates that. It means, too, that you 
are trying to help him make money in 
another way instead of merely trying 
to collect a bill from him.” 
Store As Service Station 

So well has Mr. Kneisler become 
known as an authority on poultry prob- 
lems that he daily receives inquiries 
from people on various problems per- 
taining to the industry. He has a 
large supply of catalogues of poultry 
information at his store and he sends 
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N the center of every farming area from the 
Atlantic to the Rockies, you will find a busy Purina 
Mill keeping dealers supplied with Purina Chows. 
The strategic location of these millsis but one link 
in the chain of providing farmers with livestock 
rations which will lower their cost of production. 
The dealer himselfis fully as important a link. Thou- 
sands of feed stores displaying the checkerboard 
sign have developed from small beginnings into not 
merely large profitable businesses, but the gathering 
places—the headquarters—the recognized feed 
service stations for farmers from miles around. 
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these to his customers upon inquiry. 

“It surprised me to learn how eager 
people were to learn more about the 
correct way of caring for and raising 
poultry. After I began sending out 
the poultry literature with my monthly 
statements I often had people come 
into my store and say, ‘Say, Bill, let 
me have another of those poultry books 
vou sent me last month. There cer- 
tainly was a lot of good information 
in 

In his present place of business Mr. 
Kneisler has two warehouses and an 
office. One warehouse is 170 feet long 
and 30 feet wide. One is directly be- 


hind the small office and the other is 
directly along side it on the same side 
Here large quantities 


of the street. 
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of flour and feed are kept in storage 
as well as hay and straw. Mr. Kneis- 
ler does a large business wholesaling 
and retailing flour and feed and finds 
that the poultry line works in well 
with these two profit makers. 

Dealers Must Know Products 

The retail feed dealer who would sell 
poultry supplies must know the value 
of the supplies which he intends to 
sell, says Mr. Kneisler. The average 
buyer: of poultry supplies is interested 
first of all in a higher egg production 
and if the dealer has not all the in- 
formation at his finger tips he is like- 
ly to lose a sale. Better egg produc- 
tion through the use of poultry sup- 
plies is a good selling feature, he says. 

According to Mr. Kneisler, buyers 
of poultry supplies are much more 
careful and inquiring than they used 
tc be years ago. Years ago a man 
bought poultry supplies because he 
heard it might increase his egg pro- 
cuction. Today, however, largely due 
to his own efforts and to the inten- 
sive advertising and educational cam- 
paigns staged by manufacturers, he 
knows just how much his egg produc- 
tion can be increased by using a cer- 
tain kind of poultry feed. He knows 
its food value, and is much more in- 
terested in getting results from scien- 
tific application than before. 

Give the Buyer Satisfaction 

The dealer is really the service man 
of the industry, says Mr. Kneisler. No 
matter how excellent a product a man- 
ufacturer may produce, the dealer must 
always show that certain willingness 
to stand behind his sales and explain 
fully just what the products will do 
when used. It may be many times that 
an additional sale will be made by the 
dealer if he asks a prospective cus- 
tomer if he has any problems in con- 
nection with his poultry raising. If 
the customer responds, then the dealer 
has an opportunity to tell him of the 
advantages of using a certain product 
that he has in stock. 

“We always try to give the buyer 
satisfaction,’ said Mr. Kneisler. “In 
our many years of business it did’ not 
take us long to discover that the cus- 
tomer who comes back and buys from 
us consistently is the customer that 
we want to develop and please. The 
occasional buyer is all right, but he 
is usually the most dissatisfied one, 
and is usually the first to complain 
about prices. 

Guard Against Price Cutting 

“The average dealer must be on his 
guard against any sort of price cut- 
ting whether in his flour and feed line 
or in his poultry supply line. Price 
cutting is evidently one of the most 
evil practices that has ever crept into 

(Continucd on Page Twenty-eight) 
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Don’t Worry About Your Competitor 
There’s Business For All 


Public Willing To Pay For Service, Low Prices Never Hold Trade 
Feed Dealers Who Don’t Make Money Have Only Selves To Blame 


UR investigations and studies in 
O cities where it was possible to 
accurately determine the amount 
of competitive and noncompetitive 
business have proved that about 66% % 
of the average retail feed and allied 
business is noncompetitive. Our ob- 
servations are that a great many of 
the so-called highly competitive condi- 
tions are the product of the imagina- 
tion as a result of conversations. 
Our studies indicate that the Ameri- 
can public desires and is willing to 
pay for quality and service. The ma- 
jority of the public is too well en- 
lightened and educated today to be- 
lieve they can get something for noth- 
ing. Low prices attract trade but do 
not hold it for the price is forgotten 
soon after the transaction is closed. 
The quality of the commodity and the 
results obtained from the use of it are 
the lasting elements which build up 
good will with the trade and secure 
recommendation. 


Dealers Have Responsibility 

In a great many cases it is true that 
the purchasers are inexperienced and 
here is where the retail dealer must 
recognize his responsibility to act as 
an honest advisor to his prospect and 
urge the necessity of buying only the 
best commodities. Any dealer who 
seeks to gain an advantage over his 
competitors by attempting to appear 
before the public as its benefactor be- 
cause of his low prices when, as a 
matter of fact, he is substituting low 
grade materials, can be compared to 
a wolf in sheep’s clothing and he is a 
menace to his community. 

Feed and allied dealers are in a dif- 
ferent position from the average mer- 
chant for they supply materials which 
enable their customers to make their 
own livelihood. The clothier’s merch- 
andise is worn threadbare and passes 
out of existence after a few months. 
The automobile dealer knows that 
while his product provides much plea- 
sure, it lasts but a few years, then it 
rapidly depreciates. The furniture 
dealer knows only too well that wear 
and tear make replacement necessary 
after seven or eight years. 


Quality Always Essential 


All these merchants realize that 


quality and service must be the pre- 
dominating elements, must be the foun- 
dation upon which their business is 
built. If this is true in the less im- 
portant commodities, can there be any 
question about quality and service in 
the retail feed business whose products 
have a utility that far exceeds all 
others? 

The smart retailer in every com- 
munity realizes this and makes the 
most of his opportunity. He believes 
in advertising. He believes in the right 
kind of salesmanship. He believes in 
patronizing and putting his efforts be- 
hind nationally advertising products of 
proven merit. He knows that he has 
to reach out individually and advertise 
in order to get prospects and he rea- 
lizes that he must be of real service 
to these prospects when he obtains 


By Harry J. Colman 


Executive Staff, Wolf & Co., Chicago 


them. He realizes that he is entitled 
te a fair profit on everything he sells 
and he knows he can not get a fair 
price for his products unless he has 
the courage to ask for it. 
Dealers Alone at Fault 

From our observations then, the 
guilt of who is to blame for small re- 
tail profits can not be laid at the 
threshoid of the public. Neither can 
anything be gained from whimpering 
about competition when only one-third 
of the trade is really competitive. The 
fault in a great many cases will be 
found to be with the dealer himself but 
if he will only be as careful in taking 
an inventory of his own shortcomings 


_as he is in his character analysis of his 


competitor, we feel sure that a great 
deal of the unpleasantness of the busi- 
ness will be eradicated. 


Sell From Car Door For Cash 
To Meet Competition 


but it’s just a little too high,” 
said Sam Perkins to his feed 
“In fact, seems like all feeds 
are getting way up out of reach.” 
Whereupon he cranked up his truck 
and started down the street. 

“Doggone it,” surmised the dealer as 
he watched Sam Perkins drive away, 
“Td sure like to have that fellow’s 
business. If I could only sell that 
feed about $2.00 or $3.00 per ton 
cheaper, I could get it, and get a lot 
of others too.” 

Every feed dealer has had this ex- 
perience some time or other, and a 
great many of them are really getting 
that business, with a plan that allows 
a $2.00 or $3.00 reduction without af- 
fecting their margin. They are actual- 
ly making more money by reducing 
prices. 

Selling from the car door for cash 
is the answer to the problem, and here 
is how it works. When the car ar- 
rives and is opened, the feeders are 
notified. They drive to the car, haul 
their own feed, and pay cash for it. 

Saving Totals $3 Per Ton 
Such a plan saves handling, storing, 


all Wee: good feed all right, 


dealer. 
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delivery and credit charges. Any 
dealer will agree that it costs him at 
least $2.00 to handle a ton of feed 
four times, and that’s how many hand- 
lings are saved. Unloading, trucking 
at the warehouse, reloading into the 
delivery truck, and hauling to the con- 
sumer’s barn, are costly items in hand- 
ling feed. The saving effected by this 
plan can be passed on to the car door 
buyer without affecting profit one iota. 

Then, this car door buyer pays cash 
when he gets his feed. It’s worth an- 
other 50 cents a ton to get cash, in- 
stead of having to carry him, so why 
not pass this on to him also? Ware- 
house rent, insurance, and other items 
all cost money, and when added to the 
above the saving amounts to approxi- 
mately $3.00 a ton. 

Willing to Pay Cash 

These lowered prices sure break 
down sales resistance, because the feed- 
ers really feel they are making a sav- 
ing. They are willing to pay cash to 
get this reduction, and the low price 
surely gets new customers. Cash off 
the car door encourages buying in larg- 
er amounts, because the feeder wants 
to get enough to last him until the next 
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F you could reduce feed 

prices $2.00 or $3.00 a 
ton, what a lot more busi- 
ness you would get! And 
if your profit per ton re- 
mained the same, what a 
lot more money you would 
make! Many retail feed 
dealers are doing this very 
thing, and this article tells 
how they do:t. 


car arrives. 

There has at times been considerable 
opposition to this car door plan of sell- 
ing, by some feed dealers and asso- 
ciations of feed dealers, who contend 
that the plan is dangerous to the retail 
business. In the writer’s opinion, the 
dealer’s warehouse and the service he 
renders the feeder in stocking the feed, 
will always be the foundation of the 


feed business. But where a large feeder . 


can haul his own feed in large amounts 
and pay cash, he is certainly entitled 
to the saving that results. 
Helps Feeder and Dealer 
The plan is fundamentally sound. 
Larger individual orders and new cus- 
tomers certainly mean more business. 


The dealer continues to make his orig- 
inal net profit, so cash off the car door 
selling really saves money for the feed- 
er, and makes more money for the 
dealer. It is certainly a great business 
getter, and actually allows the dealer 
to reduce his prices and still make more 
money. 


WEBLER & MOTZ, Sodus Center, 
N. Y., feed dealers, have just completed 
installation of feed grinding and mix- 
ing equipment. 


F. W. POTTER, of Churchville, N. 
Y., has prepared for a good spring feed 
business, through installation of a new 
corn cutting outfit. 


BERT McINTOSH, who recently 
bought the Paul M. French Co., Hart- 
wick, N. Y., says he has had an excel- 
lent winter business, and looks forward 
to closing a profitable year. Mr. 
French, former owner of the business, 
has retired. 


N. W. SALMON, Glenfield, N. Y., 
dealer, is modernizing his mill with 
newly purchased machinery. 


R. F. KRALIK and F. F. KRIS- 
INGER have opened a feed store at 
Griswold, Ia. 


nnouncement To Dealers 


Eggs Is Eggs 
But Big Ones AreWorth More 


Eggs by the pound! It won’t be 
long. 

Numerous housewives have com- 
plained to the food division of the 
Milwaukee health department that cer- 
tain grocers are too discriminating in 
the sale of eggs. The quality of the 
eggs is approved, but not the assort- 
ment. 

Grocers have discovered, said Dr. S. 
L. Pilgrim, chief of the health depart- 
ment food division, that large eggs 
sell better than the smaller hen fruit. 
Resourcefulness and opportunity then 
came into play. Signs of this reading 
may now be seen in stores: 

“Eggs, 37 cents a dozen. Large eggs, 
47 cents a dozen.” 

Housewives, said Dr. Pilgrim, are 
not taking kindly to the grocery inno- 
vation. To them an egg is an egg 
and they are not accustomed to buying 
small eggs and large eggs. However, 
as yet there has been no law enacted 
preventing the groceryman’s practice, 
which, it is suspected at the health de- 
partment, is a profitable one. 

“We can’t stop ’em,” said Dr. Pil- 
grim. “If the quality is not misrepre- 
sented that’s as far as we can go.” 


The Wisconsin Co-operative Agstone Association is made up of the fol- 
lowing companies, organized under the Wisconsin 1925 Co-operative Law: 


WAUKESHA LIME & STONE CO., Waukesha, Wis. 
MAYVILLE WHITE LIME WORKS, Mayville, Wis. 
WESTERN LIME & CEMENT CO., Milwaukee, Wis. 
WISSOTA SAND & GRAVEL CO., Eau Claire, Wis. 
STANDARD LIME & STONE CO., Fond du Lac, Wis. 


We have a positive definite policy of service through dealers only. 


Many years of experience in the 


production of high quality products and a corps of fieldmen to help the dealers, make it possible to 
offer you an attractive proposal on the following products: 


tural Limestone 


BARNLIME—Deodorizer, 


Fine Ground Kiln and Lime Dried Agricul- 


Ohio Hi-Calcium Hen and Chick Grits. 


disinfectant, ab- 
sorbent for barns, pens and toilets. 


‘BEST BY TEST’’ 


ration. 


Mineral Feed Ingredients — Lime, iodized 
Salt, Bone Meal. 

Silo Lime for use with silage to neutralize 
injurious acids and furnish lime in the 


ASK FOR OUR FIELDMAN IF INTERESTED 


WISCONSIN CO-OPERATIVE AGSTONE ASSOCIATION 
CORNER RANDALL AND UNIVERSITY AVENUES, MADISON 
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Customers Given Christmas Trees 
As Good Will Advertising 


Beaver Dam Fuel Dealer Booms Sales In Dull Holiday Period 
C. Starkweather Describes His Novel Plan With Full Details 


HRISTMAS trees as_ trade 
C builders! They been 

used with good results for many 
years by C. Starkweather & Son, coal 
and building supply dealers at Beaver 
Dam, Wis. In these days when so 
many various and in some cases doubt- 
ful forms of good will advertising are 
being urged, readers of The Feed Bag 
will be interested in Mr. Starkweather’s 
story of his experience with Christmas 
trees. His letter follows: 

“Answering your letter relative to 
our custom of giving Christmas trees 
to our customers each year. We cer- 
tainly would not continue this if we 
did not consider it extremely profitable 
for the cost aggregates $500.00, besides 
an enormous amount of work the two 
weeks before Christmas. 


Started 25 Years Ago 


“This really started 25 years ago 
when we began giving trees to all the 
churches. Next we began including 
100 or more for contractors and larger 
customers. Finally we began shipping 
by the carload and now we sell the 
merchants in the neighboring towns 
what trees they need, saving about 
2,000 to 2,500 for our local customers. 

“About the first week in December 
we send out a letter to everyone in 
the city and surrounding country. In 
addition to this we run a notice in the 
paper and sometimes an ad on the 
theater screen. At other times we 
have tacked up hand bills around town. 
The result is that about as soon as 
the letter goes out orders begin piling 
up, it taxes our delivery equipment to 
capacity, while the other yards admit 
that they do very little business before 
Christmas. We didn’t used to. 

Check Customers’ Purchases 

“Throughout the entire year a card 
record is kept of cash or credit cus- 
tomers, showing the ‘date, amount and 
kind purchased. A new record is 
started each year selecting from the 
former year record the cards of the 
old customers and placing them in 
the new. This has several advantages, 
among them ability to check up who 
hasn’t been buying and at Christmas 
time we know just who to give trees 
to. A ticket is issued to everyone who 
is entitled to a tree. The customer 
gives this to the man in charge of the 
trees and selects the one that best 


suits his need. 

“You can perhaps imagine that the 
Christmas tree yard is a mighty busy 
place, taking care of a minimum of 
2,000. We try to limit this to a few days 
on account of the extra work. This is 
far ahead of a calendar or any other re- 


Letter Brings Results 


Your child has just called at 
our office for a Christmas tree. 
We find that since April 1st you 
have not purchased anything 
from us and it is necessary to 
confine ourselves to our custom- 
ers in giving away trees. 

We dislike very much to dis- 
appoint the child and this will 
give you an opportunity to pur- 
chase at least one ton of fuel 
which will entitle you to a nice 
Christmas tree free. 

Yours truly, 
C. Starkweather & Son, 
Beaver Dam, Wis. 


membrance we could possibly give a 
customer. In the first place, a local 
store charges a dollar or more for a 
tree. At our yard it costs nothing. 
There is no question but that we feel 
the influence of these trees throughout 
the entire year. 
Letter Brings Customers 

“One year we sent out letters to 
the schools, addressed to the children, 
telling them to tell their parents not 
to buy a Christmas tree but to come 
here and get one free. The objection to 
this plan was that every child came 
whether the parent was a customer or 
not. Even that apparent disadvantage 
was turned to good advantage by giv- 
ing the child a sealed letter addressed 
to the parent. (See copy reproduced 
herewith.) Keeping record of those to 
whom we gave these letters it was 
found that better than 30 per cent 
came here and bought fuel within the 
next thirty days and usually paid cash. 

“There is one other point that I 
haven’t touched on that had to be 
solved, that of getting good trees. As 
a result of nearly a hundred trips 
through the northern part of Wiscon- 
sin and Michigan, the writer has be- 
come acquainted with a good many 
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men who can be relied upon to get 
out the kind of trees we want at a 
minimum cost for even though we 
give the tree away it must be a good 
one or it hurts rather than helps. 

“I hope this will be of interest to 
your readers and I will be glad to offer 
any further suggestions to anyone who 
would like to carry out the same idea 
in their own city.” 


J. G. MOLLER has purchased the 
feed store of H. N. Utoft, Luck, Wis. 


N. H. TURNER, of Vulcan, Mich., 
and Otto E. Weibel, of the state of 
Missouri, will erect a large new mill 
on the site of the old O. G. lumber 
mill at Sturgeon, Mich. The building 
will be of fireproof construction and 
machinery of the latest type will be 
installed. It will be operated by hy- 
dro-electric power generated at the 
site and excess power will be sold. 


WILLIAM J. LITTLE, owner of 
the Dundee roller mill, Dundee, Wis., 
reports that his mill was destroyed by 
a fire of unknown origin with an es- 
timated loss of $6,000, part of which 
was covered by insurance. The fire 
was discovered shortly after 1 a. m. 
by a neighbor who saw flames shoot- 
ing through the roof of the building, 
a large two-story frame structure. With- 
in a few minutes the building was a 
mass of flames. A touring car belonging 
to Mr. Little which was stored in the 
building, was destroyed, as was con- 
siderable milling and grinding machin- 
ery. The mill was erected many years 
ago by the late Jacob Arimond of 
Campbellsport. At one time part of 
the building was used to house an elec- 
tric plant which furnished Campbells- 
port with electricity. Power for the 
plant was obtained from Long Lake. 


NEW CENTER VALLEY FIRM 

The Center Valley Co-operative 
Warehouse Association, Inc., Center 
Valley, Wis., was incorporated with a 
capitalization of $1,500, and will deal in 
farm products, mining, dairying, mer- 
chandising, agriculturing, manufactur- 
ing, etc. The incorporators include 
Fred Fiestedt, Wm. Winchman, Sr., 
Gus Schroeder, Wm. Defferding and 
George Weihing. 
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Cannon Falls Site of Pioneer 
Interior Flour Mill 


to attract world fame as a milling 

state. The mills around Minneap- 
olis had sent their flour from coast 
to coast and even overseas. The fer- 
tile fields of the state had been proven 
well adapted to the spring wheat and 
the industry was well on its way to 
the place of prominence it has since 
achieved. 

In fact at that time in its develop- 
ment Minnesota was pretty much of a 
single industry state. The Northwest 
was just beginning to get its influx of 
immigrants which were to make the 
twin cities one of the greatest distrib- 
uting and banking centers of the coun- 
try. The chief interest of the whole 
commonwealth was in cereals and their 
products, and millers everywhere were 
considering the possibilities of the 
Northwest as the millers’ Eldorado. 

Decides on Cannon Falls 

These were the conditions which 
Otto Doebler found when he came 
looking for an opening for a new mill. 
He was a practical miller and in ad- 
dition had a clear vision and a sharp 
eye for power possibilities. He passed 
the mouth of the Cannon River where 
it empties into the Mississippi just 
above Red Wing, at that time a vil- 
lage, and the stream looked as if it 
had possibilities. There were no rail- 
roads west from that point, so Mr. 
Doebler rode along the stream. At 
the end of the day he came to Cannon 
Falls and immediately recognized its 
possibilities. 

The following months were busy 
ones. He built a dam and a flour mill. 
He acquired the water power rights, 
and although the flour had to be hauled 
by wagon over rough country roads, 
which sometimes more nearly resem- 
bled mere trails, to Hastings, Minn., 
some 20 miles north, for shipment, the 
mill prospered and became the most 
important industry of the community. 
For 25 years Mr. Doebler ran the mill 
and then it came under its present 
management and in 1908 the name was 
changed to the Cannon Valley Milling 
Co. 


1872 Minnesota was beginning 


Choosing the Brand Name 

In the meantime great changes had 
taken place in the town. Two ,ail- 
roads were put through, the Chicago, 
Milwaukee & St. Paul and the Chicago, 
Great Western, and the mill obtained 
track connection with both. Cannon 
Falls increased in population and in- 
dustrial importance, for it was the cen- 
ter of one of the richest agricultural 
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communities in the Northwest. When 
Graham Bell brought his wonderful 
new invention to public attention at 
the Centennial Exposition at Philadel- 
phia in 1876, the mill adopted ‘Tele- 
phone” as its leading flour brand, and 
it has been retained ever since. In 
later years the brand names “Vanity 
Fair” and “Sky Pilot” were adopted. 

The derivation of these brand names 
connects their origin with certain 
periods of time just as in the case of 
“Telephone.” While “Vanity Fair,” 
the novel, was written by Thackeray 
and published in serial form in 1847, 
its great popularity was not achieved 
in America until after the publication 
of the Standard Edition of Thackeray’s 
works in 1883-5. Then “Vanity Fair” 
became a household word, and had a 
very definite appeal to housewives. 
The “Sky Pilot” Brand is a develop- 
ment of the war, when aeroplanes be- 
came the spectacular features of so 
many desperate engagements. in 
France. 

On July 28, 1914, the mill was com- 
pletely wiped out by fire. Plans for 
rebuilding were immediately made and 
on February 1, 1915, the new plant was 
put in operation with a capacity of 
1,200 barrels. 

The mill is of modern construction, 
six stories high, with a two-story stor- 
age annex. Across the road is the ele- 
vator of concrete construction, consist- 
ing of a working house and a battery 
of six large storage tanks. At the 
same time the dam was improved, and 
the river furnishes ample power, prac- 
tically all the year round. The water 
power is used direct, but there is an 
auxiliary hydro-electric installation in 
case of emergency. 

The equipment for the entire plant 
was furnished by the Strong-Scott 
Manufacturing Co., and was laid out 
with the greatest economy of space 
consistent, with the best milling prac- 
tice and the safety and convenience of 
the workers. Another unit was added 
to the equipment, bringing the daily 
capacity up to 1,500 barrels. The rail- 
road tracks are on the side of the mill 
away from the river. Across these 
tracks a large warehouse has been 
erected where all the feed is packed 
instead of in the mill itself as in the 
past. 


GIBBON ROLLER MILL, Gib- 
bon, Minn., recently sustained a fire 
loss of $30,000 in which 5,000 bushels 
of wheat and rye flour were destroyed. 
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Heil Co. Supplies Tanks 
For Corn Borer War 


The government’s $10,000,000 war on 
the corn borer is now well under way 
and to the Heil Co., Milwaukee, be- 
longs the credit of being one of the 
first manufacturers to speed equipment 
for the war toward the fields of battle. 

The Heil Co. received a telephone 
order for one hundred twelve tanks on 
March 17, at two p. m. The govern- 
ment urged the necessity for speed and 
so a day and a night force was imme- 
diately put to work making the special 
jobs. The first carload of these tanks 
left the Heil Co. by express Saturday 
afternoon, just 48 hours after the order 
had been received. 

The League of Nations would out- 
law as between powers—such war as 
the United States is making against the 
corn borer. Fire is the government’s 
weapon and the larger Heil tanks will 
carry oil for the fire sprays. The Heil 
Co. order was for 79 tanks of 1,000 
gallons capacity and 33 tanks of 600 
gallons capacity. The smaller tanks 
will be mounted on trucks to carry gas- 
oline and chemicals. 

The government’s plan of action in- 
cludes plowing, harrowing, pulverizing 
and chopping the corn and its stubble 
growth as well as the destruction of 
the growth by fire. It is hoped that 
this double attack will exterminate the 
pest. 

Ten years ago this spring, the Heil 
Co. made a similar record in the deliv- 
ery of war equipment for the govern- 
ment. It was at the time the United 
States entered the World War. The 
Heil Co. received the first order from 
the ordinance department for 100 
bodies for munition trucks and made 
the delivery in ten days. This was the 
forerunner of other orders amounting 
to 10,000 bodies in all for war purposes. 


HARVEY HEPPE of the Heppe 
Cash Store, progressive feed dealers 
at Hartford, Wis., announces that his 
firm runs quite a squab farm in con- 
nection with the feed mill. They feed 
about 400 birds and the demand for 
squabs exceeds the supply. 
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Prepared by the Minneapolis branch 
office Hay, Feed and Seed Division, 
Bureau of Agricultural Economics. 


HE wheat mill feed market has 
| turned weaker during the past 
ten days with prices apparently 
on the down trend. Mild weather, a 
sizeable break in the coarse grain mar- 
kets, together with general slack busi- 
ness were the principal factors in caus- 
ing a decline, as production showed no 
increase. At the present writing busi- 
ness is virtually nil, with jobbers and 
mills principally concerned with get- 
ting out their March committments. 
There is very little feed available 
for nearby delivery but offerings for 
prompt and April shipments have re- 
cently become more liberal. Mills are 
gradually getting caught up on old 
contracts and many producers, partic- 
ularly interior mills, are expected to 
have feed to sell after the turn of the 
month. 


Jobbers’ bids on April feed range 


about $1.50 per ton under the spot price 


and with sellers for the most part not 
willing to accept such a discount, very 
little trade is actually passing. Mills 
seem content to wait and take a chance 
on the spot market when the feed is 
actually available rather than to cut 
present spot quotations in order to 
move some of their deferred feed. 
Many mills are of the opinion that 
a small upward swing will set in from 
the present decline, basing this on the 
theory that April usually brings in a 
fair amount of business to take care of 


the tail-end feeding demand _ before 
pasturage is available. With reserve 
stocks in dealers’ hands_ reported 


everywhere as light, any resumption 
in the consuming demand would un- 
doubtedly strengthen the market quick- 
ly. 

Scattered bids have recently come 
in for season shipment stuff but these 
have been so low that mills have paid 
no attention to them. Generally speak- 


ing, bids on April bran run $1.00 to 
$1.50 under the spot price; May about 
$2.50 under; and June $3.50 under. One 
interior mill recently disposed of a 
limited amount of May-June standard 
middlings at $26.75, Chicago basis. 

The heavy feeds have held steady, 
flour middlings and red dog _ being 
quoted at close to the top price before 
the decline on feed set in, while bran 
and middlings have shown sizeable 
price losses. Rye middlings are also 
firm with millers reporting fair to good 
inquiry at present discounts under 
wheat standard middlings. 

The high protein feeds have also 
shown, weaker tone. Linseed meal at 
Minneapolis is somewhat lower, influ- 
enced by the fact that mills are becom- 
ing caught up on directions and fresh 
business was light. Production at Min- 
neapolis remained small, however. Cot- 
tonseed prices are down considerably 
from their high point... Resellers in at- 
tempts to take profits cut mill prices 


_ Finest Grinding — Biggest Capacity 


Lowest Operating Cost—Longest Life 


The “Jay Bee”’ Will Outlast Any Feed Mill Made 


The heavy plate-steel construction of the “Jay Bee” mill makes it practically unbreakable. Steel has four 
times the tensile strength of cast iron. Shocks and sudden strains to which a mill is subject will break cast 


No Heat—No Friction—Reduces Fire Hazard 


iron—but not steel. 


Grinds Anything Grown to Any Degree of Fineness 


The “Jay Bee” has no burrs, knives, gears, rolls, nor breaker plates to wear 
dull or break—or heat the grain. Steel 
grind the material in suspens 


hammers, with 16 cutting edges, 


ion. No heat. No friction. Prevents explosions. 
Reduces fire hazards. 


Shelled corn, ear corn, with or without 
husks on, corn stalks— any hay or rough- 
age—oats so fine hulls lose theiridentity, 
finest pig meal—whole wheat to whole 
wheat flour — bran to'fineness of midd- 


The “Jay Bee” meets every grinding re- 
quirement. Its superior grinding will in- 
crease your present business—and attract 
new customers from ten to twenty miles 
around you. Hundreds of milling plants 
li : 1 heir identi have increased their business, decreased 
ings— screenings to lose their identity their cost, added to their profits with a 
—alfalfa hay to alfalfa meal. “Jay Bee.” So can you. 


Mfd. by the Bossert Corp., Utica, N. Y. Distributed by ? 
One of the oldest and largest manufacturers of pressed steel stamp- 
J.B. SEDBERRY, Inc. 


Sizes and styles to meetfevery grinding requirement. Write 
for descriptive literature, easy terms, etc. 


ings in the U. S. Stampings of all sizes and shapes from steel, 
copper, aluminum, and other metal. 


160 Hickory St., Utica, N. Y, 
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Crusher—Grinder—Pulverizer 


materially and most of the trading dur- 
ing the past few weeks has been done 
between re-sellers as mills for the most 
part have not pressed their offerings on 


the market. Gluten feed prices have 
remained steady throughout. The out- 
put has shown some curtailment and 
the demand has kept up in fair shape. 
Hominy feeds, both white and yellow, 
were distinctly weaker, influenced by 
the drop in the corn market. 
Various mill feeds are quoted today, 
March 28, for quick shipment as fol- 
lows: Standard bran, $25.00 to $25.50; 
pure bran, $26.00 to $26.50; standard 
middlings, $26.50 to $27.00; rye mid- 


Glings, $24.50 to $25.00; flour middlings 
$30.00 to $31.00; red dog, $34.50 to 
$36.00. 


Jay Bee belt driven hammer mill 
showing blower connection to gal- 
vanized iron sack filler. 


DRIED BUTTERMILK 


100 Ib. Paper Lined Sacks 


DRY SKIM MILK 


Paper Lined Barrels 


COD LIVER OIL—COD LIVER MEAL 


FEED FORMULAS 
FEED PLANT EQUIPMENT 
FEED SYSTEM ENGINEERING 


S. T. EDWARDS & Co. 


110 S. DEARBORN ST. 
CHICAGO, ILL. 


Sterling Poultry Feeds 


A COMPLETE LINE OF 
MIXED GRAIN FEEDS 
and 
GUARANTEED-TO-SATISFY MASHES 


also 


MIXED CARS 


Containing any of the standard mill feeds-- 

bran, middlings, rolled oats, oil meal, etc., 

as wellgas oyster shell, animal protein 
products, dairy feed, etc. 


Write, wire, phone for quotations on requirements 
of any size. 


Northrup, King & Co. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 


Jay Bee Steel Construction 
Assures Dependability 


The steel construction of the Jay 
Bee mill makes it practically unbreak- 
able and guarantees its absolute de- 
pendability under all conditions, ac- 
cording to representatives of J. B. 
Sedberry, Inc., Utica, N. Y., and Chi- 
cago, distributors. 

Manganese steel hammers revolving 
at high speed with a crushing force of 
2,000: pounds behind each hammer per 
revolution, grind the material in sus- 
pension. This eliminates friction and 
the grain is not heated in grinding. 
Should any foreign material such as 
rock or metal enter the mill with the 
feed, it can do no damage to the 
machine as hammers are slotted and 
reversible so they can swing back and 
leave a clearance of about 3% inches 
between the hammer and screen. There 
are no burrs, gears, knives or plates 
in the Jay Bee mill. 

Heavy steel screens perforated from 
1/64 to 1% inch permit grinding to 
any degree of fineness. These screens 
can be changed in about two minutes 
so that practically no time is lost when 
changing from fine to coarse grinding. 

The Jay Bee mill has ball bearing 
construction throughout and alemite 
lubrication. It is made in all sizes and 
styles to meet every grinding require- 
ment. The Jay Bee Humdinger mill 
is made in four sizes for engines from 
7 to 30 h. p., the largest size being 
suitable for small milling plants. The 
standard belt drive mill is made in five 
sizes from 20 to 75 h. p., and the di- 
rect connected mill is made in two 
sizes for 30 and 50 h. p. 

Over 5,000 owners are now using Jay 
Bee mills. The Jay Bee mill is manu- 
factured by the Bossert Corporation, 
Utica, N. Y., and is distributed by J. 
B. Sedberry, Inc., also of Utica, with 
a large branch at Chicago. 


W. T. KEMPF has established the 
Wyoming Feed & Seed Co. at Wyo- 
ming, Minn. 


HIAWATHA 


Grain Company 
MINNEAPOLIS, MINN. 


| 


SCREENINGS 
GRAIN—FEEDS 


We Specialize in the Better 
Type of Feeding Screenings 


Get Our Samples and Prices 
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Legal ‘Tips For Retail Merchants 
The Law And Employees 


Rights Of Employers Under ‘“‘Satisfaction’” Contract Defined 
Inclusion Of Clause Offers Complete Protection Against Errors 


HE continued success of any 

I retail business may depend in 

a great measure upon the abil- 
ity of the owner thereof to select, and 
keep in his employ, the right kind of 
employees. It follows, that in order 
to get the kind of employees demanded. 
the merchant may be compelled to en- 
ter into long term contracts of employ- 
ment with what may be termed his 
“key” employees. 

Now, if the employees contracted 
with give entire satisfaction all may 
be well. However, in entering into 
long term employment contracts, the 
merchant is bound to run some risk 
of’ employees proving unsatisfactory, 
in which event the contract may be- 
come a substantial source of embar- 
rassment. 

“Satisfaction” Contract Defined 

With this in mind then, common 
prudence would seem to dictate that a 
merchant, in entering into contracts 
of employment, should protect himself 
in so far as possible against “bad bar- 
gains”. And in this connection so 
called “satisfaction” contracts, that is 
contracts whereby the employees agree 
to work to the “satisfaction” of the 
merchant, have much to commend 
them. 

In the first place, the courts have 
quite generally held that where an em- 
ployee agrees to work to the “satis- 
faction” of an employer, the latter has 
the right to terminate the contract 
whenever he is not satisfied. And in 
construing contracts of this character, 
it has been held that the employer is 
the sole judge of when he is satisfied. 
For example: 

In one well reasoned case of this 
kind, an employee was hired for the 
period of one year. The contract was 
in writing and stipulated that the em- 
ployee should diligently perform his 
duties to the satisfaction of the em- 
ployer. 

Contract Employee Discharged 

The employee took up the duties of 
his employment, but after several 
months, the employer discharged him. 
The employee thereupon brought an 
action to recover his salary for the en- 
tire year on the ground that he had 
been wrongfully discharged. 

In this action, the employee took 


By Leslie Childs 


the position that so long as he per- 
formed his duties in an efficient work- 
manlike manner he could not be dis- 
charged until the expiration of his term 
of employment. And he offered evid- 
ence to the effect that he did faith- 
fully perform his duties in all respects. 

On the other hand the employer 
pointed to the “satisfaction” clause of 
the contract, and contended that he 
had the right to discharge the other 
any time he became dissatisfied with 
his services. Further, the employer 
insisted that under this contract he was 
the sole judge of when he was dis- 
satisfied. The case reached the higher 
court on appeal, and here in upholding 
the contention of the employer it was 
said: . 

What the Court Decided 

“Tt is settled law that, where a per- 
son contracts to do work to the satis- 
faction of his employer, the employer 
is the judge, and the question of the 
reasonableness of his judgment is not 
a question for the jury. * * * 

“Here the contract contained inde- 
pendent provisions. It is clear and ex- 
plicit in its terms. Had it been the 
intention that the contract should con- 
tinue in case plaintiff [employee] 
should ‘perform all of his duties 
* * * and should serve first party 
diligently according to his best ability 
in all respects’, it would have been 
quite unnecessary to have added the 
clause, as to the satisfaction of the de- 
fendant. * * * 

“To give the ‘satisfaction’ clause any 
force, it must refer to the mental con- 
dition of the defendant, [employer] 
and not to the mental condition of a 
court or jury. We think that the con- 
struction of the contract by the circuit 
judge was a correct one.* * *” 

Protects Against Errors 

In the light of the foregoing, it is 
clear that by the insertion of a so- 
called “satisfaction” clause in a con- 
tract of employment, the merchant may 
in a great measure protect himself from 
errors in judgment, in the selection of 
long term employees. In other words, 
by this method he can reserve the right 
to terminate a contract if he becomes 
dissatisfied with the services, without 
incurring an excessive liability. 

If, on the other hand, an employee 
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objects to such a clause in a contract 
of employment, this difficulty may 
usually be overcome by an agreement 
to pay an agreed amount, in case of 
the discharge of the employee before 
the term expires. This will usually sat- 
isfy objections of this kind, and will 
permit the employer to retain the “sat- 
isfaction” clause in the contract, which 
after all is the important thing in sit- 
uations of this kind. Truly, in view 
of the foregoing, the question of in- 
serting “satisfaction” clauses in long 
term contracts of employment is one 
that may well be given careful consid- 
eration by retail merchants in general. 
when employees are being engaged in 
this manner. 


SAM NELSON has sold his feed 
mill and allied business at Larsen, Wis. 


JACOB HETZEL of the Hetzel 
Milling Co., Delavan, Wis., announces 
that his firm has taken over the agency 
of the International Harvester Co. He 
is building a new warehouse for the 
storage of farm machinery. 


M. B. HELMER of the Helmer 
Milling Co., Fond du Lac, Wis., re- 
ports that his firm will vacate business 
headquarters on West Second street 
and will establish offices in the elevator 
on Western avenue, effective May 1. 
Quarters formerly occupied by the Na- 
tional Food Co., now in its own plant 
at 220 Oak street, will be remodelled 
to suit the office needs of the Helmer 


Co. 


SAUTER BROTHERS have pur- 
chased the E. R. Klinner flour and feed 
business at Stetsonville, Wis. 


NEW RICHMOND WAREHOUSE 

The New Richmond Roller Mills Co. 
is planning erection of a new dairy 
feed building on the Soo line and 
Omaha tracks at New Richmond, Wis. 
Frank B. Mosher reports that the 
building will be a block long and a half 
block wide. It was planned by O. W. 
Mosher and will be erected by the 
roller mills crew, in charge of head 
miller George Gunderson. Construc- 
tion will start just as soon as weather 
conditions permit. 
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Boost The Feed Bag To Firms You Do Business With 


JO 
oo 
oo 
alter price 1s forgotten— 
| DADMUNS “ 
SQUARE You will be glad to know 
=| | | DEAL about Square Deal 
4 oo 
| FEEDS feeds—wauit and see. 
THE DADMUN COMPANY 
WHITEWATER, WISCONSIN 
at 


OOOOOCL 


Buy 
PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 


| Do Dog Owners Pass Your Store 


If so, you should have their business and the food that meets 
every requirement of the dog owner is 


preferred by dogs, any breed and Perfection e 


puppies, any age. 


Accept Our Special “Perfection Set-Up 


and allow us the opportunity to put your dog food department on a pay- 
ing basis without one cent of investment during the first thirty days. This is a most 
unusual offer and a wonderful opportunity to get in direct touch with a most desir- 

" pared class of buyers—dog owners, and there’s hundreds right in your 
ocality. 


Your Dog Food Sales Start at Once 


As the “Perfection Set-Up” is primarily intended for that purpose. 

Included in this “Set-Up’’ will be found one hundred 

/ pounds of the convenient five and ten pound sixes of PER- 

=) FECTION Dog Food, also Display Signs, Wall Hangers, 

/ Stuffers, and her advertising literature. Of course FREE 

ips Samples for distribution will be included. This Set-Up 

will make the most attractive window display in your local- 

ity. And the cost?, the entire cost will be only $7.50, bill- 

ing for same will be made at the end of thirty days, but 

invariably, additional shipments are necessary within a 

week in order that the dealer may be supplied with PER- 

FECTION. It’s a ready seller and a BIG repeater. All 
ea that’s necessary is to WRITE OR WIRE FOR THIS SET-UP. 


ETI MANUFACTURED AND DistrRIBUTED ONLY By 


PERFECTION FOODS wen 


= BATTLE CREEK, MICH. 
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Collection Letter 


Perhaps It Can Help You 


Dear Mr. Smith: 


If a customer owed you $225 
and for two years had paid noth- 
ing on it, how would you feel? 

But now suppose you had 
known that customer had been 
up against hard conditions all 
that time, so you had put your- 
self in his place and decided not 
to appeal to the law to collect 
your money. 

Then, when things picked up 
with the customer, suppose you 
wrote to him as man to man, ask- 
ing him to treat you as fairly as 
you had treated him. Wouldn’t 
you feel certain that, as a busi- 
ness man and as a gentleman, 
he would respond? Wouldn’t 
you? 

There are laws that regulate 
business, Mr. Smith. But the 
biggest thing that keeps business 
clean and above board is the fact 
that most men believe in the 
square deal. Business would go 
to smash if we couldn’t depend 
upon the sacredness of a com- 
mercial agreement. 

That is all we ask from you, 
Mr. Smith—a square deal. You 
believe in that just as we do, 

_don’t you? Then let’s settle this 
thing as between friends and gen- 
tlemen. A check from you by 
return mail will confirm our 
belief that you do believe in the 
square deal. 

Earnestly yours, 


ONE CARLOAD OF FEED was 
destroyed when the Ernest Link hard- 
ware store and four other buildings 


were burned to the ground at Minong, 
Wis. 


The 


300 MITCHELL BUILDING 


4 4 YEARS IN THE 
GRAIN TRADE 
at MILWAUKEE 


ORDERS FOR FUTURE 
DELIVERY SOLICITED 


Phone Broadway 642 


— 
b 

\ 
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| 
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| 


LA BUDDE FEED & GRAIN CO., 
Milwaukee, is now state distributor of 
Colonial Butter Salt, manufactured by 
the Colonial Salt Co., of Colonial and 
Akron, Ohio. The LaBudde firm is 
now carrying a stock of Colonial But- 
ter Salt, ready for shipment in less 
than carload lots. 


WASHINGTON KLEIN, of the 
West Bend Farmers’ Co-operative Ex- 
change, West Bend, Wis., writes: 
“Have the 1927 convention of the Cen- 
tral Retail Feed Association in Milwau- 
kee by all means. I will be a candi- 
date for the beauty contest. If I can’t 
win I will give you and Frank Kern 
strong competition. Business has been 
good during 1926. We expect it will 
be the best in our history.” 


Throw some Pearl 
Grit to your poultry 
flock and see how 
fast they pick it up. 
Your birds know what they 
need and if you giveit to them 
your profits will be larger. 


\@ Ail Lime 
o® Hens need lots of lime to 
% make eggs. Growing chicks 
%, and young fowls must have 
2 it if they are to grow and be 
‘ye healthy. Feed Pearl Grit and 
see the difference. 
Pearl Grit is a Good 
‘ Grinder 
2 Pearl Grit is made with sharp 
“8 grinding edges which helpthe 
oe’ fowl get the most from its 
d) feed. It does what a amooth 
| pebblecannot do in the grind- 
ingof the feed in the fowl’s 
gizzard. 
4 Send Your Dealers Name 
ry and 10c for Sample 
J THE OHIO MARBLE CO. 
Street PIQUA, OHIO 
> Return this Coupon 
8 Enclosed is 10c for Trial Sample 


SEND IOCENTS FOR SAMPLE 


This advertisement is being read by 
more than four and a half million 
farmers. Stock Pearl Grit and get 
the benefit 


The Feed Bag Is Your Paper, Help It By Boosting 


oo 
oO 
DEALERS! 
oo oOo 
oo Now is the time oo 
oC to stock the 
complete 
a KEIPPER LINE OF a 
oo POULTRY SUPPLIES. 
Keipper Cooping Co, 
oo nd Street oo 
aoe The New By-Pass Keipper Coal Brooder MILWAUKEE, WISCONSIN art 
00000000007 


OUR SERVICE 


The demands upon the modern feed dealer—be : 


he manufacturer, custom miller or retailer—are exacting. 
Not only must you have the latest equipment, a satisfac- 
tory product, a complete knowledge of the relation between your wares 
i and your customer’s requirements, but all this must be co-ordinated by | 
| | a willingness to perform a real service to your calling. 


Likewise an insurance company must measure up to exact-_ |j | 

iii ing requirements to warrant the confidence of its policyholders. The iii 
“Grain Dealers Mutual” has an enviable record of twenty-five years of 
just such service to the grain trade. This same service is available to H 
feed dealers who are willing to co-operate in matters of fire prevention. __ |i] 


INDIANAPOLIS,IND. 
| C. A. McCOTTER, Secy. (C. R. McCOTTER, Mgr. _ if 

810 Guaranty Building 300 Keeline Building i i 
| INDIANAPOLIS, INDIANA OMAHA, NEBRASKA Ki 


Le 


4. HOUR SERVICE 
ON MIXED CARS 


We Carry the Stock 


MILL FEEDS, FLOUR, OILYMEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RAPIDS DAIRY 16% 


We ship C, M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE. FOR PRICES. 


MCKERCHER MILLING CO 


WISCONSIN RAPIDS, WISCONSIN 
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OWL BRAND 
Cotton Seed Meal 


(The Standard Brand) 


F. W. BRODE CORPORATION 
MEMPHIS, TENN. 


—> The Owl on the Tag means Quality in the Bag < 


Queen Wheat Feed 


is NOT a manufactured 
feed but a Pure Wheat 
offal and consists of mill- 
run Low Grade Flour, 


= CRUDE PROTEIN 15.7% 
ST. PAUL, MINN. Can furnish QUEEN in straight 
<> Office 315 Corn Exchange ~~ or mixed cars with CHERO- 


MINNEAPOLIS, MINN. KEE, PURE BRAN and CHE- 
= = ROKEE MIDDLINGS. 


We sell direct to dealers. Exclusive sale is given to one dealer in eaeh town. 


TO INSURE SUCCESS 
HANDLE 


BADGER BRAND 
Selected Seeds 


and 
SEED CORN 


»— THE LARGEST SELLER IN WISCONSIN <——« 


L. TEWELES SEED CO. 
MILWAUKEE -:  -: WISCONSIN 
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Extra Profit Made Selling 
Poultry Supplies 


(Continued From Page Eighteen) 


any trade. A customer may come into 
a store and inquire the price of a cer- 
tain article. When he is quoted a price, 
he begins to rave about the high price, 
as he calls it, and tells you that Smith, 
your competitor down the street, is 
selling it for such and such a price, 
which, of course, is much lower than 
your price. 

“The customer who tries to get away 
with that sort of thing is the customer 
that is not worth having. If you would 
make an investigation you would find 
that your competitor, Smith, is not 
selling at a lower price than you, but 
the customer just thought he would 
try the ruse and see if you would 
lower your prices. Once a man begins 
to cut prices, he is headed for bank- 
ruptcy. He must maintain a fair mar- 
gin of profit on the goods which he 
sells and this the public is entirely will- 
ing to give him.” 

Profit Selling Dog Remedies 

Besides doing a large business by 
mail in poultry supplies, Mr. Kneisler 
has also worked up a very profitable 
business in selling baby chicks. Each 
vear, from the middle of March until 
the first of June, he buys a large num- 
ber of chicks from the hatcheries and 
sells them throughout the state. His 
trade in baby chicks has increased 
steadily each year, Mr. Kneisler said. 

A small stock of dog remedies is 
also kept in stock. These are adver- 
tised quite extensively, too, so that 
the trade in this line brings in another 
neat little profit also. 

Each year when the poultry shows 
are held at the Milwaukee Auditorium, 
Mr. Kneisler maintains a large booth 
there. These shows are very large, 
and thousands of people visit the dis- 
plays, which gives very good publicity 
to anyone having a booth in the show. 

Mr. Kneisler is planning to push his 
poultry supplies and dog _ remedies 
harder than ever this year, and ex- 
pects to see a neat little increase in 
volume and profit at the end of the 
season. If he can do this in a city 
like Milwaukee, where at a first glance 
the market appears limited, you ought 
to be able to build up a nice\business 
in these lines in your town, Mr. Dealer, 
where the opportunities are much 
larger. 


LEWIS J. ASHBURN, formerly as- 
sociated with Green & Sons, flour and 
feed dealers at Janesville, Wis., is 
now a member of the engineering de- 
partment of the Fairbanks-Morse. Co., 
Beloit, Wis. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


GRAIN AND FEED BUSINESS 


FOR SALE: 25,000 bu. Elevator, 400 ton 
coal shed, Chicago Automatic Coal conveyor, 
Salt House and good Flour and Feed House, 
Electric power. Doing good business, A-1 loca- 
tion on C. St. P. R. R. All buildings on 

rivate ground. Write X-20, c/o THE FEED 
BAG, 86 East Michigan Street, Milwaukee, Wis. 


PAYING BUSINESS FOR SALE 


50 bbl. waterpower flour and feed mill, strictly 
modern, business established 45 years, 40 acres 
of land, modern house, good barns. Ideal for 
family man, large present trade and good op- 

ortunity for further development of business. 
Write AYFIELD MILL, Jackson, Wis. 


FAIRBANKS SCALE FOR SALE 


FOR SALE at a reasonable Pry, one 6 bu. 
Fairbanks automatic scale. OAG GRAIN 
CO., Waukesha, Wis. 


FOR SALE 

Complete Monarch Self Rising Flour Outfit, 
consisting of 500-lb. batch mixer and sifter, 
elevators, bolting reel, packer and motor. Ab- 
solutely new and never uncrated. Will sacri- 
fice for quick sale. Write HV41, c/o THE 
FEED BAG, 86 East Michigan Street, Mil- 
waukee, Wis. 


GOOD RESULTS OBTAINED 


“T am all sold out on the wood now, so please 
discontinue the ad.’”” A. L. PETERS, Grand 
Marsh, Wis. 


POSITION WANTED 


Man now holding position as Manager for 
past three years of a farmers warehouse, an ex- 
pert feed salesman and with practical knowledge 
of feed and feeding, desires better paying job. 
Address JNS, c/o THE FEED BAG, 86 East 
Michigan Street, Milwaukee, Wis. 


MINNEAPOLIS 
STAY AT 


The 
New Nicollet 
Hotel 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the 
Northwest 


68 Rooms at................. 
3.00 

257 Rooms at 

41 Rooms at 


Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


Mention The Feed Bag When Writing Advertisers 
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O 

oO 
A = 00 
-— American Mineral Feeds 
oo 5 
= 
Bo “GHIS will be a year for quality feeds, the increased 22 
A volume of our business is proving it. a 
_ Satisfied trade is the kind that builds business. a 
O00 
oo The feeders in your territory look to you asa dealer that will aia 
“— select for them the best feeds, the feeds that will make them the oo 
Bo most profits from feeding, and your future business depends on ate 
oo what feeds you sell to them, select the AMERICAN MINERAL oo 
ae FEED LINE, and prosper. oo 

00 
00 

oO 
oo 
o0 AMERICAN MINERAL CO., Monroe, Wisconsin [5 

OO 


SHIPPERS OF 


Corn ana Qats 


AND ALL GRAINS 
for POULTRY FEED 


DELMAR COMPANY 


«ELEVATOR CAPACITY -- 2,000,000 BUSHELG.... 


502 Flour Exchange, MINNEAPOLIS, MINN. 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 


MEMPHIS, TENN. 


Quality and Service Guaranteed 


=== = 
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Every Member Get A Member, That’s Our Slogan 


ALLIS- CHALMERS 


Attrition Mills 
Grind Any Feed 


WRITE FOR BULLETIN 1229 


Allis-Chalmers Mfg. Co. 
MILWAUKEE, WIS. 


Honesty. 

EXCELLENT SERVICE 
RIGHT PRICES 
RELIABILITY 
INTEGRITY 
CusTOMERS SATISFIED 
KNOWN WORTH 


100% FOR THE DEALERS 


HERRICK FEED COMPANY, INC. 


WHOLESALE FEED SHIPPERS 


HARVARD :-: ILLINOIS 
PHONES 135 and 118 


CEREAL GRADING 
COMPANY 


GRAIN MERCHANTS 


Orders for corn, oats, rye, 
barley, milling or feed wheats 
promptly filled. Try our re- 
cleaned 37 pound No. 3 white 
oats. They will please your 
trade. 


Operating Elevator ‘‘L” 
MINNEAPOLIS, MINN. 


CHARCOAL 
COD LIVER OIL 
COLONIAL BUTTER SALT 
PEARL GRIT 


Bag Lots -- Ton Lots 


Dadmun- LaBudde 
Company 
NORTH MILWAUKEE 


== 

es 
+ When you handle 
+ Darling’s Meat 


Scraps, Tankage 
and Bone Meal 
you are handling the best 
the world produces--and 
it doesn’t cost you one 
cent more than the other 
kind. 


AT SCRAPS 
POULTRY 


State Distributors 
Wavling & Company 
& GRAIN CO. , Union Stock Yards 
MILWAUKEE Chicago 
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Poultry 


100% PURE 


A-C BABY CHICK FEED 


A-C BABY CHICK MASH 
A-C EGG PRODUCER 
A-C DEVELOPER 

A-C SCRATCH 


Guaranteed to produce results. 


WRITE FOR SAMPLES 


Wisconsin Milling 
Company 
MENOMONIE, WISCONSIN 
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REINDERS BROS., Elm Grove, 
Wis., and FREDONIA CO-OPERA- 
TIVE EXCHANGE, Fredonia, Wis., 
are two firms which operate feed mer- 
chandising plants in which every bit 
of space is put to its maximum use. 
They are true merchants in every sense 
of the word. 


WILLIAM FRANK’S son, of the 
Jefferson Flour & Feed Mill, Jefferson, 
Wis., has just recovered from an opera- 
tion which kept him from his work for 
several weeks. 


SELL SHEEP MANURE 
With the roads in poor condition. 
now, is the time to get after the sheep 
manure business. Everybody likes a 
nice lawn, and it is surprising how 
much sheep manure dealers in small 

towns can sell with little effort. 


M. F. BROBST has recently been 
appointed assistant sales manager of 
the Ladish Milling Co., Milwaukee, to 
succeed G. J. Fitzgerald, who resigned 
to enter the real estate business. Mr. 
Brobst is a son of Frank Brobst, well- 
known feed dealer at Mondovi, Wis. 
He was born and raised on a farm, 
sold feed on the road and was gradu- 
ated from the University of Wisconsin 
college of agriculture with the class of 
1922. 


FARMERS’ CO-OPERATIVE CO. 
will open a feed mill at Cumberland, 
la., in several weeks. 


MINNESOTA PRODUCTION 


Minnesota makes more flour than 
any other state in the Union, according 
to the United States bureau of census, 
which has just announced the results 
of the last biennial census. Minnesota 


manufactured 22,630,000 barrels of 
flour in 1925, about 7,500,000 barrels 
more than the next largest producing 
state. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


|| DONAHUE-STRATTON COMPANY | 


Brokers for 
| 
| 


Rush Shipments 


CHICK FEEDS 


can be made by us on short notice. 


Your customers expect you to carry 
feeds they need. Get them from us by 
the sack or carload. 


OUGHBOY 
FEEDS 


No better quality at any price. 
Get our samples and prices. 


NEW RICHMOND ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 
MIXED CARS ARE OUR SPECIALTY 


Corn-Oats 
BREWERS DRIED GRAINS | 
| MILL FEEDS—OIL MEAL 


Quality and Service 
Always Count | 


PHONE BROADWAY 


4961 


MILWAUKEE 


Operating | i 
Cc. & N. W. RAILWAY ELEVATORS 
AT MILWAUKEE 


CLINTON CORN GLUTEN and 
CORN OIL CAKE MEAL 
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COD LIVER OIL 


(Norwegian) 
Highest Vitamin Potency Guaranteed 
Immediate Supply Available 


GUNNING & GUNNING, Importers 


97-O Reade St., New York 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and pee Cars 
FLOUR, MILLFEED 
OILMEAL ETC. 

502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“‘Stand by Stan’”’ 


Consign Your Grain To 


HENRY RANG & CO. 


MILWAUKEE 


We offer Two-Market Service 
Between Milwaukee and Chicago 


E. L. PHELPS & CO. 
MINNEAPOLIS, MINN. 
GRAIN—FEEDS 
Manufacturers of 


“Franklin’’ Ground Flax Screenings 
*“*Dandy”’ Ground Grain Screenings 


Pure Crushed Oyster Shell 


FOR POULTRY 


For Quality, Price and Service Ask 
Us for Delivered Price when in the 
market. CARLOTS ONLY. 


COONS BROKERAGE Co. 


MILWAUKEE, WIS. 
E AN —Feeding Grade 
Beans, Carlots 
Beans contain 23% protein. 
Cheapest protein at the price. 


Cc. E. DINGWALL CO. 


MILWAUKEE, WIS. 


WRITE FOR QUOTATIONS 


Maney Brothers Mill & Elevator Co. 
Mixed Cars Shipped Immediately 
GROUND FEED 
Sacked Grain—Mill Feed 
1808-11 Minnehaha Ave. MINNEAPOLIS, MINN. 


NEW YORK FEED BILL 

Grain merchants of New York state 
are much interested in the announce- 
ment from Albany that a bill framed 
by Fred Pond, of the Buffalo Corn 
Exchange to amend the agriculture and 
market laws, had passed the assembly 
and will go to the governor for his 
signature at once. 

The bill provides for the amendment 
of the present law to the end of re- 
lieving grain brokers and commission 
men from requirements of bonds and 
licenses in the state in the business of 
handling car lot cereals in the state. 


JOHN PAULOSKI has purchased . 


the business of the Albany Fuel & 
Feed Co., Albany, Wis., formerly 
owned and operated by the Wisconsin 
Power & Light Co. Mr. Pauloski for- 
merly lived in Milwaukee. 


WEST & NESHETT CO., Oneon- 
ta, N. Y., has had an excellent winter 
retail feed business, and according to 
Mr. West, the spring outlook is much 
brighter than at this time a year ago. 
The mill has been operating at ca- 
pacity all winter, and to take care of 
the spring trade, installation of their 
second vertical mixer and wheat crack- 
irg outfit has begun. 


WILL VESPER has resigned his 
position with the Wisconsin Grain Co., 
Sharon, Wis. 


FRED E. DYSON of the Fred Eck- 
hart Co., Viroqua, Wis., announces that 
his firm has opened a new flour and 
feed warehouse at Westby, Wis. He 
says that the new branch store is op- 
erating on a strictly cash basis and 
doing a nice business. 


Corno HyGrade Oat Feed 
Corno Feeding Oatmeal 
Corno Rolled Oats 


also Reground, Unground and Fine 
Ground Hulls 


Three Minute Cereals Co. 
Cedar Rapids, Iowa 


North American Seed Co. 
Wholesale 
Field and Grass Seed 


Reed and Florida Sts. 
MILWAUKEE, WISCONSIN 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Oet our prices—We can saue you Money 


The easiest way to uniformly 

feed Cod Liver Oil and Yeast 

to Poultry is through the New 

Product called LAY-EGG. 
Write For Proposition 


THE LAY-EGG COMPANY 
MILWAUKEE, WIS. 


GET OUR PRICES ON 


ALFALFA 


NORTHERN HAY & FEED CO. 
CORN EXCHANGE, - MINNEAPOLIS, MINN. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mothers Best Flour 


O: Ay Tye Suomittea 


to you by For feeding, milling 
or seeding e can save you some 
oo ae f Get our samples and prices 
oday! 
STERLING GRAIN CO. 
Minneapolis, Minnesota 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 
34 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


BAGS BURLAP OR COTTON BAGS 


Sellers and Buyers of 
BAGS OF ALL KINDS 


NATIONAL BAG MFG. CO. 
725-729 Washington Ave. S., 
MINNEAPOLIS, MINN. 


DAIRY ALFALFA HAY 
FOR SALE 


Write or wire for delivered prices 
Grades and weights guaranteed. 


ALBERT MILLER & CO. 


192 NO. CLARK ST., CHICAGO, ILL. 


4 >, 
ROSs-Gouta St Louis 


Mailing Lists 


Will hel u increase sales 
~ siving comes 


namesof your best pros; stive cus 
ers-- National, State andLocal- 
uals, Professions, Business Concerns. 


99% 5 Feach 


Storage 


Excellent Feed Storage Facilities. 


Negotiable Warehouse Receipts Issued. 
ASK US FOR_OUR LOW STORAGE RATES. 


Storage 
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Established 1880 


PAINE, WEBBER 
& COMPANY 


Members 
NEW YORK STOCK 
EXCHANGE 
CHICAGO STOCK 
BOSTON STOCK 
EXCHANG 
DETROIT STOCK 
NEW YORK COTTON 
EXCHANGE 
CHICAGO BOARD 
OF TRADE 
94-100 MICHIGAN ST. 
Telephone Broadway 8700 
MILWAUKEE 
E. J. Furlong, Resident Partner 


FEEDER’S 


Pulverized Flax and 
Grain Screenings 


15% PROTEIN 
8% FAT 


About $10 per ton under Bran 


M. G. RANKIN & CO. 


Chamber of Commerce 
MILWAUKEE WISCONSIN 


10 


Oo000000000 


and genuine 


JELSMOKED SALT 


EDWARDS PROCESS 
PATENTS PENDING 


dangerous chemicals. 


and guaranteed genuine. 


0000000000000 


no chances Shipment from 
with your 
Home Butchered 
MEAT/ 


Of course you will 
cure your meat this 
season with Smoked 
Salt. It will save 
shrinkage, labor, fire 
risk and worry. It 
will give you better 
flavor and perfect 
cure. But be sure 
to get the original 


LABUDDEFEED 


The only meat salt that is as good for table 
use as for curing meat. Smell it. Taste it. 
You can tell it at once from salt that has 
been mixed with pyroligneous acid or other 


We have it. Packed in ten pound drums 


O00 
000 


Milwaukee 


the same 


day order is 


received. 


aa 


& GRAIN Co. 


STATE 
REPRESENTATIVE 


MILWAUKEE 
WISCONSIN 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


expands with 
Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
EstasuisHep 1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 


344-346 MILWAUKEE STREET 


MILWAUKE 
1076 WISCONSIN 


PHone 
Broapway 


The Aristocrat of Feeds 


100 LBS. NET 


EPH’s 


MIXED FEED 


AND 


SCREENINGS 


MANUFACTURED FOR 


.S. JOSEPH CO. Inc. 
MINNEAPOLIS 
INN. UE 


QUE GUARANTEED ANALYSIS 
Chung PROTEIN NaT Less 
NOT Ess 


Low Grade Wheat Flour. Hard Wheat Brent 
cleaned Wheat nat exceeding mil 


I. S. JOSEP 


Minneapolis, Minnesota 


H Co., Inc. 


@ Wehandle all kinds 
of feed and offer the 
best possible service to 
the retail feed dealer. 
Write for our quota- 
tions and let us keep 
you posted on the 
Minneapolis market. 
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500 00 

DAVID KNOX STEENBERGH oo ae 

Managing Editor te 00 

Published the first week of every month at Ba 50 

Milwaukee for retail feed, flour, grain, coal and 00 O06 

allied products dealers. The only strictly retail OO 8 

dealer publication in the field. Subscription OOD =O 

price—$2.00 per year. 00 O06 

Changes in advertising copy may b b- OO GA Oe 

mitted up to the 15th of the ‘month ‘preceding OO e 

date of issue. Last closing date, the 25th. OO ee 

For advertising rates, etc., address The Feed 00 ot 

Bag, 86 East Michigan street, Milwaukee. 00 A N oo 

The Feed Bag is official publication of the ao e ag 

Central Retail Feed Association and circulates oo 50 

monthly to practically every responsible retail oo 00 

feed and allied products dealer in the East and oo Established 1892 00 

Central Northwest including all members of the oOo 00 

Eastern Federation of Feed Merchants. oo oO 
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MEAL 
FLAX SCREENINGS 


MANUFACTURED BY 


STUHR-SEIDL COMPANY 
MINNEAPOLIS, MINN. 


INGREDIENTS 
PURE 0. P. LINSEED MEAL AND GROUND 
FLAX SCREENINGS. 


| 
MINIMUM CRUDE PROTE 30.0% Corn Gluten Feed . . . 23% Protein | 
Corn Germ Meal .. . 18% Protein 
380% 


Here is a brand of IM- 
PROVED 30% meal you 
will want to handle. You 
will always be able to get 
it when you want it—and 
at the right price. Packed 
in a very attractive sack. 
A high class product in 


every way. Sample on 
request. 


STUHR - SEIDL 
| COMPANY 


MINNEAPOLIS 
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Deutsch & Sickert 
Company 


MILWAUKEE, WISCONSIN 


REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 


Staley’s Perfect Protein Feed 33% Protein 
Straight and Mixed Cars 


— 
Climax Ground Grain Screenings 
15% Protein, 8% Fat, 4% Fibre 


Rex Pure Flax Screenings Ground 
15% Protein, 8% Fat, 14% Fibre 


Get our CORN and OAT 
Prices 
Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 
BROADWAY 
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uality Feeds 


beyond the reach 
of competition ¢ 


| OW operating costs, favorable 
_. buying advantages, modern 


equipment,---these features of our 
business place us in a position to 


sell to you at the lowest possible 
price. We prize very highly the 
quality and uniformity of True 
Value Poultry Feeds. -Your cus- 
tomers will continue to trade with 
you when you sell them True 


_ Value Feeds. 


LADISH MILLING Co. 


MILWAUKEE 
WISCONSIN 


True 
POULTRY 
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Wisconsin Dealers and Housewives 


both SUCCEED with 


FLOUR 


"THE HIGHEST PRICED FLOUR IN AMERICA 


AND WORTH ALL IT COSTS* 


The Dealers Succeed Because 


1.—King Midas Flour has un- 


equaled merchandising value. Its 
well-known high quality and uni- 
versal popularity make the account 
an unquestionable asset. King 
Midas Flour is a leader in Wis- 


consin today. 


2.—King Midas prices are 
maintained consistently reason- 
able in accordance with King Midas 
quality. This enables the dealer 
to satisfy his customers with re- 
spect to selling prices as well as 
quality and performance. 


MINNEAPOLIS, MINN. 


| 
| 


